TO 


Aldbvertisers- & 


HOW OUR MEMBERSHIP 
IN THE AUDIT BUREAU OF 
CIRCULATIONS PROTECTS YOUR 
ADVERTISING INVESTMENT. 


HE Audit Bureau of Circulations is a 

cooperative and non-profit association 
of more than 2000 publishers, advertisers 
and advertising agencies. 

The Bureau has established definite 
standards for measuring circulation on a 
quantitative basis for qualitative appraisal. 
Its reports provide information that adver- 
tisers need in order to select the right media. 
And they give buyers assurance that they 
get what they pay for. 

Skilled auditors make a detailed annual 
audit of the circulation records of each 
publisher member. Based on these audits, 
the Bureau issues A. B. C. reports which 
tell how much circulation a publication has, 





A. B.C. PROTECTS YOUR ADVERTISING 





Paid subscriptions, renewals, evidence of reader interest, 
are among many facts in A. B. C. reports that are definite 
guides to effective media selection. When you buy space 
in A. B. C. publications your advertising is safeguarded 
by audited circulation. Always ask for A. B. C. reports. 








A free copy of this booklet a 
will be sent to business paper 
advertisers. See below.* 


where it goes, how it was obtained, how much 
subscribers paid for it, their occupation and 
business, and many other facts essential to 
the wise investment of advertising money. 
Only publications with paid circulation 
are eligible for membership in the Bureau. 
The net paid circulation shown in A. B. C. 
reports is evidence of reader interest. 


*How to make the most of the information 
in A. B. C. reports for business papers is 
described in a booklet on media selection 
which has recently been issued by the 
Bureau. It outlines in detail the helpful 
information that will enable you to select 
the right media and know that you are get- 
ting what you pay for. Write today for 
your free copy of this booklet. 
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Member of the Audit Bureau of Circulations Ask for a copy of our latest A.B.C. report 
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Sittle Som Lite fo Chart 


A NATIONAL UNDERWRITER PUBLICATION 


Only Book 
of its kind, showing 


Both ‘3, | 


Settlement Optics 
Incomes! 


Be Well Prepared in 1941 








with NEW, UP-To-DATE, 
Facts and Figures that Sell 


Every underwriter has occasions when some little item 
—often a rate, value, or policy point—becomes suddenly, 
most important. One can never predict when this will hap- 
pen. Yet if available, the answer may be just the thing to 
close the sale right away—and “conditions” may never be 
so favorable again. Thus it is highly important to be well- 
prepared with the facts, at all times. 


Sweeping CHANGES 
Make New Information Essential 


Important changes in rates, reserves, dividends, etc., 
have already been announced or are contemplated shortly 
by more than 50% of the companies—according to a ques- 
tionnaire recently sent out by the American Life Conven- 
tion. Among those reporting major changes are the 
Aetna, Connecticut General, Connecticut Mutual, Equit- 
able Society, New England Mutual, New York Life, 
Northwestern Mutual, Phoenix Mutual, Prudential. 
Travelers, Union Central and many others. Consider 
what it means to risk misquoting data on companies such 
as these. 





Be sure to specify “THE LITTLE GEM” for 1941 





(Full Preparedness means using the most effective “weapon”) 


To meet the new situation caused by these widespread 
changes, the most effective pocket reference book is the new 
1941 Little Gem. Not only does it provide all the answers 
available from ordinary books, but it also contains numerous 
extra features of real value. 


For instance, the Little Gem is the ONLY book of its 
kind showing the Incomes Payable under contracts issued 
years ago—as well as those now being issued. Indexed by 
dates of issue, this most important information, so helpful in 


programming and selling the income idea, is available from 
no other similar book. 

Furthermore, the Little Gem covers some 60 extra com- 
panies, gives rates on 864 extra contracts and shows values 
on some 344 more contracts than its principal competitor— 
and that’s approximately 50% more. Not only is the Little 
Gem more comprehensive but it is most carefully planned 
throughout. For instance, it is printed in larger, easier-to- 
read type. It has only ten sections—ten places to look. 
Other books have as many as 17 sections, so the Little Gem 
is obviously easier-to-use, too. Yet it costs no more. 


ES wn-mMAmE 





The “LITTLE GEM” gives “More on ALL the important subjects! 





Policy Points & “Practice” (150 com- Direct Reading Social Security (*Analytical Proof Sent on Request) 
panies) Tables q 

Premium Rates— All Ages (2700 Retirement Contracts—costs, values, Order Yours Now for Prompt Delivery 
contracts ) etc. 


Disability & Double Indemnity Rates 

Cash Values on over 1000 contracts 

Also Values and Incomes at 55, 60 
and 65 

Net Costs, Net Payments & Sum- 
maries 

Annuity Rates—Immediate & Retire- 
ment 

Special Programming Section of 
over 52 pages—1/3 more than 
any other 


“Highspots” re the larger companies 

Juvenile, Term, Industrial, etc. 

Settlement Options—Both New & 
Old—274 tables (ten times az 
much as other books) 

Supplemented Monthly by The In- 
surance Salesman 

Financial & Business Reports—four 
years, 22 items, and for 228 com- 
panies. 


And many other useful features. 


Take Advantage of its EXTRA VALUES 3” 
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THE NATIONAL UNDERWRITER Life Insurance Edition. 

Office of publication, 175 W. Jackson Blvd., Chicago, 
ry 24, 1941. $3.00 per year (Canada $4.00), 15 cents per copy. Entered as second class matter, June 9, 1900, 
under Act of March 3, 1879. 


je ot 


at the post office at Chicago, IIl., 


Published weekly by The National Underwriter Com- 
Ill, U. S. A. Forty-fifth year. No. 4. Friday, 


Special ‘‘Club Rates”’ 


Rush as soon as ready, and at my “club rate” 


copies New 1941 “Little Gem” 


DN aprile tenis tepseneeede Title 
OIE, 35-30 Biv coroner Reach aes es oe 
PE Sai so es - ae 
WE ie utdie Cor tek estas pak hese Se. « 


To The National Underwriter Co., Statistical Div: sion 


to All Agents 


420 East Fourth Street, Cincinnati 
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New Services Are 
Introduced at Rally 
in Wilmington 


Continental American 
Agents Get Pocket Plan 
Book, Quality Rating Chart 


M. J. Lauer, general agent Continen- 


P tal American Life in New York, was 


' leading man in the Presidents Club of 


eight members, it was announced at the 
annual agents convention held in Wil- 
mington. 

Special tribute was paid to 28 mem- 


' bers of the field force who qualified for 


© company clubs. The Minute Men Club, 


> also based on achievements during the 
' calendar year of 1940, consisted of 20 
> members. The officers of these two clubs 
» are: President, Mr. Lauer; vice-presi- 
' dent, G. M. Doherty, Boston general 
' agent, premium leader; vice-president, 
PK N 


Brown, Rochester branch, case 


» leader among club members. 


: Hold Managerial Conference 


Managers, general agents and super- 


' visory men convened the day before 


» the convention in a one-day managerial 


) Fleming, New 


' conference, Field men on the program 


of the agents sessions included H. S. 
Mason, Philadelphia manager; P. B. 
York manager; N. B. 


> Misell, assistant manager Philadelphia, 


and J. W. Fox, supervisor in the Anzel 
agency, New York. 
Max S. Bell, vice-president and actu- 


' ary, gave the opening address and a 
) short talk was made by 


t W. F. Howe, 
new director of sales training. 

A. A. Rydgren, president, presided the 
first day, and R. E. Halstead, superin- 


| tendent of agencies, the second day. 


Dr. ¢, L. Benner, vice-president, 
spoke on “Fitting Life Insurance to the 
Defense Program,” his address being 
digested elsewhere in this issue. 


Home Office Men Speak 


Other home office men on the pro- 
gram of the managerial conference and 
annual meeting were: G. H. Amerman, 
associate actuary, who presented the 
new “Quality Rating Chart;” L. C. 
Kiesling, agency department, who talked 


event the new club set-up, and H. D 
> Shaw, 


agency department, who intro- 


| duced a newly developed work organizer 






and weekly 
Plan Book.” 
_ Mr. Halstead addressed both meet- 
Pa and was toastmaster at a dinner- 
oo at which club members were in- 
. “5% and special honors were paid 
he her Collison, Peninsula branch, case 
= ‘rit 1940. A gift was presented by 
: ¢ Wilmington agency to D. M. Whar- 
_ for 30 years’ service in the field. 
he President’s” trophies were 
awarded to the Ainbinder agency, New- 
ark, and the. Scranton agency for best 
relative increase in business in 1940. 
(CONTINUED ON LAST PAGE) 


report called the “Pocket 


Companies’ 1940 Figures Who Paid Premiums 
Show Substantial Growth 


Gains in all phases of its business in 
1940 are reported by Connecticut Mu- 
tual Life. Insurance in force is now at 
the highest point in history, standing at 
$1,084,835,793, gain $42,980,589. New 
life insurance issued exceeded that writ- 
ten in 1939 by 11.1 percent and repre- 
sents the highest amount of new sales 
in a decade. A total of 29,233 policies 
for $101,948,307 was issued. 

Premium income amounted to $47,- 
138,304. Investment income _ totaled 
$15,906,700. Total income was $70,932,- 
566 as compared with $67,760,569 in 
1939. 

Payments to policyholders amounted 
to $27,041,667 of which $4,745,574 was in 
dividends. 

The assets increased by $29,382,558, 
reaching an all-time high of $394,881,- 
555. The net rate of return on invested 
asscts was 3.95 percent. 


President Loomis’ Comment 


In discussing war and life insurance, 
President James L. Loomis stated: “All 
the costs incident to war are paid by the 
thrift and stringent living of the peo- 
ple; and there is slim chance that we 
shall avoid following the pattern of past 
experience. In carrying out the defense 
program the national income will rise. 
Life insurance, with a wide range of 
contracts, offers the best means of pro- 
jecting the benefits of temporary in- 
crease in income forward to those years 
when the process of discharging the 


cost of defense will weigh the most 
heavily.” 
Mr. Loomis recalled that in its 95 


years Connecticut Mutual has received 
premiums of $948,751,087. 

“During the same period the com- 
pany paid to policyholders and bene- 
ficiaries $743,807,104. In addition, the 
company holds for their benefit assets 
of $394,881,555. 


New Earnings Are Allocated 


Connecticut Mutual added $25,703,997 
of new urban loans in 1940. Mr. Loomis 
pointed out that interest at the close of 
the year on the company’s $142,563,572 
of city loans which was more than 30 
days overdue amounted to only $5,472. 

Connecticut Mutual has a market 
fluctuation and investment contingency 
reserve of $1,190,491, and surplus of 
$14,566,842. 

The net earnings of $10207,410 have 
been allocated: To the increasing of 
annuity reserves in view of declining 
interest rates and lighter mortality, 
$394,155; to the increasing of disability 
reserves, completing a program begun 
several years ago, $518,000; to a mark- 
down on farm real estate of $1,782.505 
and on city real estate of $434,799. This 
brings the inventory value of each piece 
of real estate held to the present fair 
market value or the book value, which- 
ever is the lower. The markdown on 
home office property is $46,264; for divi- 
dends to policyholders during 1941, 
$5,485,341; to an increase in surplus, 
$1,546,345. 


PHOENIX MUTUAL LIFE 


Phoenix Mutual Life reports that in- 
surance in force increased $15,274,000 


and now amounts to $689,636,000, which 


is more than $66,000,000 in excess of the 
total in force 10 years ago. New in- 
surance sold was $47,149,000. 

Premium income attained the record 
amount of $28,700,000, a gain of $1,300,- 
000. Assets increased $16,163,000, a 
larger gain than in any previous year. 
They now amount to $269,521,000 and in 
10 years have gained $119,417,000, or 80 
percent. 

During 1940, the amount of insurance 
terminated by lapse, surrender, and ex- 
piry was only 3.8 percent of the insur- 
ance in force at the beginning of the 
year. This is the lowest ratio in Phoe- 
nix Mutual history. 

A larger sum was disbursed to policy- 
holders and beneficiaries than in any 
previous year, $14,275,000, as compared 
with $13,105,000 in 1939. In addition, 
more than $1,800,000 was paid out in 
installments to beneficiaries from pro- 
ceeds of policies left with the company 
under settlement agreements. 

Phoenix Mutual enjoyed a favorable 
mortality experience, and the gain from 
insurance operations amounted to $4,- 
341,000. After adjustment of asset val- 
ues of securities and real estate to a 
more conservative basis and in setting 
aside additional voluntary reserves, the 
sum of $553,000 was added to surplus, 
which now totals $8,398,000. 


EQUITABLE LIFE OF IOWA 

Equitable Life of Iowa, in its new 
statement, reports assets $205,816,721, 
increase $12,325,347; reserve $180,643,- 
569, surplus to policyholders $9,379,950. 

New insurance paid for, exclusive of 
annuities was $45,057,933; insurance in 
force is $597,887,712, increase $12,852,- 
648. 

The mortality ratio was 44.3 and net 
interest earned 3.73 percent. 

Premium income was $20,852,893, to- 
tal income $29,154,887, total disburse- 
ments, including addition to reserve of 
$9,038,020, were $25,685,270. There was 
distributed to policyholders in dividends 
$2,767,267 and to stockholders $100,000. 
The increase in surplus was $602,349. 

Forty percent of new business was on 
the lives of old policyholders. 


NATIONAL LIFE OF VERMONT 

Success in earning interest on its in- 
vestments in 1940 at almost the same 
rate as in the year previous was one of 
the leading items in the annual report 
of National Life of Vermont. The Na- 
tional’s net rate of interest earnings 
was 3.69 percent, as compared with 3.71 
percent in 1939 and 1938. National Life 
announced it would continue its 1940 
dividend rate in 1941. 

The market value of bonds, on the 
commissioners’ basis was $65,505,698, 
or $4,565,301 in excess of book value. 
No item of bond interest was in default. 
The only bond principal past due was 
$4,000 on one municipal issue. 

Preferred stocks, all of which are 
cumulative as to dividends, had a mar- 
ket ‘value of $431,000 in excess of cost. 
The mortgage loan account showed an 
increase of 14 percent for the year. It 


- was the company’s fifth year of experi- 


ence with FHA loans, and, according 
to President Brigham, the results justify 
(CONTINUED ON PAGE 6) 


Fixes Tax Status, 
Treasury Now Rules 


New Regulation Drops 
“Incidents of Ownership” 
in Life Insurance 


WASHINGTON — Regulations cov- 
ering the estate tax status of life insur- 
ance have just been issued by the Treas- 
ury department and clarify the trouble- 
some question of what constitutes tax- 
ability of a life insurance policy. 

The law specifies that insurance 
“taken out by the insured” must be in- 
cluded in the gross estate if payable to 
the estate or, if more than $40,000, if 
payable to a beneficiary other than the 
estate. The definition of just what 
“taken out by the insured” means has 
been the subject of extensive litigation. 
It has also opened the way for the 
canceling of existing insurance and the 
replacement of it by policies applied for 
by the wife or other beneficiary. The 
new regulations should put a stop to 
this sort of activity, which is usually 
not in the insured’s interest. 


Ownership No Longer the Test 


Under the former regulations the 
ownership of the insurance determined 
whether the policy had to be included in 
the gross estate for tax purposes. If 
the insured retained any incidents of 
ownership at the time of his death it 
was considered that he owned the in- 
surance and that therefore it was 
includible in the gross estate. However, 
recent developments indicated that 
where the assured retained only a re- 
versionary interest in the policy the 
value of that interest rather than the 
entire policy was all that needed to be 
included for estate tax purposes. 

The new regulations redefine the term 
“taken out” on the basis of who paid 
the premiums rather than who owned 
the policy and where insurance has been 
paid for by both the beneficiary and the 
insured the amount to be included in 
the gross estate is the pro-rata portion 
which the premium paid by the assured 
bears to the total amount paid for the 
insurance. 


When Estate Is Beneficiary 


The foregoing applies to insurance 
taken out in favor of beneficiaries other 
than the estate. Where the estate: is 
the beneficiary the situation is different. 
As before, insurance payable to the es- 
tate must be included in the gross 
estate in its entirety but the redefini- 
tion of the term “taken out -by the in- 
sured” made it necessary to insert new 
language in the regulations covering -in- 
surance payable to the estate, so that 
the new regulations read: 

“The full amount‘ of the proceeds .. . 
forms a part of the gross estate though 
all the premiums or. other consideration 

(CONTINUED ON PAGE 22) 
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Important Changes 
by New York Lite 


Important changes in its agency or- 

anization have been announced by the 
New York Life. 

Dick Oliver, formerly inspector of 
agencies-at-large, has been appointed 
field assistant to vice-presidents with 
headquarters in St. Louis. He will no 
longer be responsible for agency pro- 
duction, but will instead represent the 
home office directly in various matters 
of company relations, 

Dudley Dowell, formerly supervisor 
of the Allegheny department, with Pitts- 
burgh headquarters, has been made in- 
spector of agencies of that department. 
He will remain in personal charge o 
the Pittsburgh branch, and will super- 
vise the Columbus, Erie, Harrisburg, 
Johnstown, West Virginia and Youngs- 
town branches. 


Hicks Heads New Department 


Henry H. Hicks has been appointed 
inspector of agencies of the new great 
middle department. He will remain in 
personal charge of the Detroit branch 
and will supervise the Grand Rapids, 
Lafayette, Cincinnati and Toledo 
branches which make up Division 1. 
Division 2, under Supervisor Don 
Parker, consisting of the Akron, Cleve- 
land and Euclid branches, will be a part 
of the great middle department. 

S. W. Sill, formerly supervisor of Di- 
vision 2 of the central Pacific depart- 
ment, has been appointed inspector of 
agencies of the newly formed inter- 
mountain department. He will remain 
in personal charge of the Intermountain 
branch in Salt Lake City, with supervi- 
sion over the Idaho, Montana, Denver 
and Pueblo branches. 

F. T. Munsell, formerly agency direc- 
tor of the Vanderbilt avenue branch in 
New York City, has been appointed su- 
pervisor of Division 2 of the Atlantic 
department. He will be in charge of the 
Philadelphia Clearine-House branch, 
and will suvervise the Independence and 
Trenton branches. 

. F. Burke, formerly agency direc- 

tor of the Albany branch, has been ap- 
pointed supervisor of Division 2 of the 
eastern department. He will have per- 
sonal charge of the Albany branch and 
will supervise the northern New York, 
Poughkeepsie and Syracuse branches. 
* As previously announced, O. R. Car- 
ter, formerly inspector of agencies of 
the midwest department. has been ap- 
pointed superintendent of agencies with 
headquarters in St. Louis. 


Many Pass New York Exams 


NEW YORK—About 275 of those 
taking the New York examination for 
life agents’ licenses Jan. 16 were suc- 
cessful. Most of these were from the 
New York City area, other cities run- 
ning as follows: Albany, 29; Syracuse, 
30; Rochester, 12; Buffalo, 22. 


New Ill. Director 
Intends to Move Slowly 





Paul F. Jones assumed office as the 
new insurance director of Illinois on 
Monday. He stated that he was in- 
formed that the insurance department 
personnel on the whole is ¢competent 
and experienced in the technical work 
involved; that the department is not 
ridden with political appointees. He 
stated that he is having a survey made 
to determine the work that is handled 
by each employe and when he gets the 
results he will make his decisions. 

Mr. Jones stated that he does not 
intend to remove employes of the de- 
partment merely because they were 
appointed under the Democratic admin- 
istration, but if there are Republicans 
that can handle the work just as well, 
they may be appointed. He said he 
intends to move slowly. “I intend to 
operate this department in an efficient 
manner, without regard to politics,” he 
declared. 

Mr. Jones is a lawyer of Danville, a 
former federal district attorney and 
former assistant state’s attorney in his 
county. 


CHANGES IN GEORGIA DEPARTMENT 


Homer C. Parker became Georgia 
comptroller general and insurance com- 
missioner ex-officio Jan. 14, and has 
appointed William Mitchell, former 
secretary to the deputy insurance com- 
missioner, to be deputy commissioner, 
succeeding Ransom Wright, who has 
‘served for several years, and L. A. 
Irons, deputy commissioner for several 
terms, as chief secretary to the comp- 
troller general. 


NEW MINNESOTA CANDIDATE 


ST. PAUL — Col. Ernest Watson, 
Minneapolis attorney, has been added 
to the list of possible appointees as 
Minnesota insurance commissioner. Be- 
fore he left for Washington to attend 
the inaugural Governor Stassen had 
given no inkling of his choice. 

Reliable information is that the new 
commissioner will be announced Satur- 
day. Newell Johnson, Bemidji local 
agent, still is regarded as the likely ap- 
pointee. 


VIEHMANN RENAMED IN IND. 


Frank E. Viehmann, Indianapolis, has 
been reappointed Indiana insurance com- 
missioner by Governor Schricker. He 
was a local agent in Indianapolis from 
1907 until his appointment as commis- 
sioner March 1, 1940. 


BERRY ASSUMES OFFICE 


LANSING, MICH.—Eugene PP. 
Berry assumed his duties this week as 
insurance commissioner following con- 
firmation of his appointment by the 
senate. He said he intends to familiar- 
ize himself with the department and 


Wage-Hour People 
Hold Most Insurance 


Offices Covered 


WASHINGTON—Although no spe- 
cific ruling ever has been issued by the 
wage-hour division holding that insur- 
ance companies and agencies are cov- 
ered by the fair labor standards act, 
officials of the division have held that 
large numbers of employes of such or- 
ganizations are under the protection of 
the law. 

This attitude is based on the conten- 
tion that where an employe sells policies 
for a company whose main office is in 
another sttae, an inter-state status is 
set up for the transaction which brings 
the company under the act. 

Officials of the division explained that 
because of the intricacies of the insur- 
ance business no hard and fast rule has 
been laid down but that each inquiry 
submitted is dealt with on its merits. 
Sometimes, it was pointed out, an agent 
may have independent-contractor status, 
but more frequently the position has 
been taken that the law applies. 

There has been no difficulty in ap- 
plying the law to insurance companies, 
it was said, and the various companies 
appear to have accepted the decision 
that they are covered by the act. It 
was said that the policy applied to agen- 
cies as well as companies, because of 
the interstate character of the relations 
between the two. 


Prudential to Erect New 
20-Story Building in Newark 


NEWARK—Plans are being drawn 
up for a new 20-story skyscraper, to be 
erected by the Prudential, which will 
occupy an entire block. The new struc- 
ture will be opposite the Gibraltar build- 
ing, which houses 13,000 of the home 
office employes and is one of the com- 
pany’s three structures. There is a pos- 
sibility that the entire building program 
may not be carried out this year, but 
one unit at least will be started soon. 

The proposed site for the new build- 
ing was obtained eight years ago. It 
will be the first skyscraper construction 
project undertaken in Newark, since the 
depression started a decade ago. 


N. W. Mutual Minnesota Meeting 


Edmund _ Fitzgerald, vice-president; 
Grant L, Hill, superintendent of agen- 
cies, and W. W. Lundgren, assistant 
superintendent of agencies, represented 
the home office at the winter conference 
of Minnesota agents of the Northwest- 
ern Mutual Life in Minneapolis. About 
100 agents attended. 








any pending business before considering 
any changes of policy or personnel. 





FIGURES FROM DEC. 31, 1940, STATEMENTS - 





Ordinary Life 
Sales Gain 2 
Percent in 1940 


With ordinary life insurance sales {o, 
December, 1940, at $596,534,000 or aboy 
$91,000,000 more than for the precedin fy 
month, and 5 percent more than in De.B 
cember, 1939, sales maintained th 
slight lead that had been held throug) 
1940 over comparable periods in 193 
The actual gain was $139,008,000, or } 
percent, according to the monthly com. 
pilation made by the Sales Researc) 
Bureau. Sales totaled a little ove 
$6,564,200,000, which is the best showing B 
since 1937. December, 1940, was th 
15th consecutive month which exceede/ 
$500,000,000. 

Thirty-two states exceeded or equalle/ 
their sales results for 1939.  Virgini, Be 
led with an increase of 113 percent 
Georgia 111 percent, Connecticut ani 
South Carolina 107 percent. Of th 
large cities, Cleveland was first with ,}- 
gain of 5 percent, Chicago second with 
3 percent and Philadelphia third wit, 
1 percent. Sales results in Detroit wer 
the same as in 1939. In Los Angeles 
and New York sales dropped off 1 per- 
cent, in St. Louis 2 percent and in 
Boston 8 percent. 


Reports by sections and states are: 
Year 194 


to 
. 434 
Sections 1,000 sae 
New England 
Middle Atlantic 1,788,452 
East North Central... 1,508,257 
West North Central.. 

South Atlantic 

East South Central... 

West South Central... 
Mountain 


Arkansas 
California 
Colorado 
Connecticut 
Delaware 


Kentucky 
Louisiana 
Maine 
Maryland .. 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri ... 
Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohi 

Okl 

Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 


Vermont 


Virginia 
Washington 
West Virginia 
Wisconsin 


Total 
Income 
1940 


2,928,028 
2,434,248 
7,497,101 
34,346,847 
640,616 
859,612 
16,278,206 
245,371 


Prems. 
Income 
1940 


$ 

2,052,391 
1,625,453 
4,678,229 
20,844,924 
437,897 
739,830 
10,401,679 


Benefits 
Paid 
1940 


$ 
897,800 
990,328 
2,506,290 
13,075,157 


Change 

in Ins. 

in Force 
$ 


Total 
Disburs. 
1940 
$ 


1,902,278 
1,835,573 
4,549,495 
21,979,904 
375,079 
588,400 
11,963,085 
210,198 
1,221,482 


New 
Bus. 
1940 


$ 
12,881,571 
9,065,8082 
11,747,777 
45,359,821 
2,354,317 
11,611,005 
22,760,877 
7,155,120 
8,709,702 
4,430,274 
4,129,460 
33,236,694 
2,945,850 
4,846,118 
59,705,0467 
22,458,836 
3,630,028 
48,325,256 
2,474,500 
2,491,325 


Surplus to 
Policy- 
holders 


Ins. in Force 
Dec. 31, 1940 


$ 

86,890,725 
62,032,300 
141,068,775 
597,887,813 
15,479,431 
32,177,897 
302,773,699 
8,028,716 
69,670,020 
38,018,000 
23,694,816 
240,460,689 
29,291,193 
52,707,500 
460,034,187 
216,644,428 
16,319,033 
381,132,934 
5,030,385 
13,025,514 


Change 
Total in 
Assets = 
+ 1,062,837 
+ 610,155 
+ 2,957,570 
+ 12,325,348 
+ 282,164 
+ 274,734 
+ 4,362,002 
+ 52,783 


Amicable Life, Tex..... 1,681,0841 
Capitol Life, Col 13,167,377 
Columbus Mutual Life.. 37,532,892 
Equitable Life, Ia.......205,816,722 
Great National Life.... 2,009,614 
Home State Life....... 2,069,737 
Tmperal Life, Can... . 96,177,798 
Jefferson Natl. Life...... 193,614 
Lutheran Mutual Life.. 12,263,493 
Midland Life, Mo. ...... 7,704,847 
Midwest Life, Neb, 5,168,018 
Minnesota Mutual 51,277,570 
National Fidelity Life.. 6,359,244 
National Guardian Life. 12,877,770 
Northwestern National.. 80,784,203 
Ohio National Life 55,302 
Rockford Life 3,480,275 
Southwestern Life 76,348,667 
Texas State Life 1,987,783 
State Reserve Life....... 1,669,760 


14,669,018 


Many Cincinnati “Millionaires” 
CINCINNATI—This city product! 


again more than its share of million dol- 


lar producers in 1940, S. W. Stuf 
of the J. S. Drewry agency of Mee 
Benefit passed the $53,000,000 mark . 
the 29 years he has been in business 4 
paying for more than $1,000,000 ode 
20th year, at the age of 74. C. baa 
Anderson, Provident Mutual, duplica® 
the feat for the 17th time. Sis Hole 
Union Central, the country’s lea at 
woman producer, secured her third m! 
lion. Others in this class are R. 
Kotte, Sun Life of Canada; Her 
Groenke, Mutual Benefit, and S. S. by 
witz, Mutual Life. R. E. Denmat, tk 
cific Mutual, came close to the m 
with $920,000. 


119,019 
1,210,6153 
288,080 
5 25,0004 
3,281,333 


795,5775 


+ 79,965 , 
10,070,424 


+ 3,497,838 
+ 192,116 
+ 739,054 

+ 5,579,023 

+ 6,998,0498 
+ 152,894 

+ 6,641,918 
+ 870,226 
+172,295 


15,587,796 5,724,099 
14,193,62719 4,272,862 
593,281 210,872 
10,978,950 16,104,316 5,086,978 
1,038,689 1,104,140 85,251 
278,412 357,818 71,599 


6,297,827 
358,120 
+ 20,364,493 
+ 2,153,725 
+ 912,460 196,020 
®Does not include fluctuation reserve $918,502 nor addition of 
$100,000 to various reserves in excess of legal requirements. 
7Issues only, excluding revived and increased. 
SIncludes $4,783,678 reinsured from other companies 
"Includes $25,109,000 reinsured from other companies. 
Includes $4,582,013 reinsured from other companies. 


YIncluding $340,000 contingency reserve. 
2Paid Issue, $7,015,626; restored, $555,859, Inc. $42,963; 
Ine. $1,451,360. 
8Includes contingent reserve $516,455. 
bis oan contingency res. $50,000 and res. for fluctuation in 
6Life and accident departments. 
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INEC ‘Progress 
Report’ Spotlights 
Life Insurance 


Display Concern at 
“Concentration of Control” 
of Billions in Assets 


WASHINGTON — Though over- 
shadowed by Chairman O’Mahoney’s 
widely publicized statement on defense 
problems, the subject of life insurance 
came in for considerable attention, most 
of it unfavorable, in the progress re- 
port submitted by Dewey Anderson, 


) executive secretary, at the meeting of 


> the 
> Committee. 


Temporary National Economic 


Unlike the as yet unpublished Securi- 


the TNEC hearings, Anderson’s em- 
phasis was on the effect of life com- 
panies on the general economy, par- 
ticularly the possible danger of having 
so many billions of dollars of assets 
under the control of a relatively few 
companies. The SEC report, on the 
other hand, according to advance infor- 
mation, is mainly concerned with 
alleged abuses without any particular 


| regard to general economic considera- 


tions, 


Makes Surprising Statement 


Anderson made one statement which 
will come as a surprise to many life in- 
surance men and will doubtless be chal- 
lenged. He declared that “it seems 
clear from the available data that over 
80 percent of the total insurance in 
force is held by a very small fraction 
of the total number of policyholders.” 
He conceded that the question of insur- 
ance policy ownership has never been 
adequately answered and “cannot be in 
the absence of complete policyholder 
lists from the companies.” 

Anderson went on to say that the 
lapse rate is so much higher in the 
lower income groups than among the 
“small fraction” who allegedly hold 80 
percent of the total in force, that the 
lower income policyholders are “much 
more liable to heavy loss on their poli- 
cies than the more fortunate groups.” 


| Five Companies Hold 55 Percent 


These statements which appear in the 
section of the report on the concentra- 
tion of economic power, point out that 
“in the life insurance business which 
controls $28,000,000,000 in assets, there 
are 308 legal reserve companies, of 
which five control nearly 55 percent of 
the total assets of the companies.” 

The piling up of more than $15,000,- 
000,000 in assets by the five largest in- 
surance companies provides an extraor- 
dinary chance for domination by a 
few, because in almost no case does the 
stockholder or the mutual policyholder 
have a voice in the management of his 
company, which is carried on almost 
entirely by a small self-perpetuating 
sroup of managing officers,” Anderson 
stated in his report. 


Quotes Section on Industrial 


While the foregoing was contained in 
the report filed with the committee, Mr. 
nderson made a verbal summary of 
what he considered the more important 
phases of the report. It may be sig- 
nificant that he selected the material on 
industrial insurance as one of two sec- 
tions to quote in full to the committee 
Out of the entire range of topics covered 
~ his report. Said Anderson of the 
earings held on industrial insurance: 
These hearings revealed evidences of 
Sreat concentration of industrial life in- 
(CONTINUED ON PAGE 11) 


Company Pension 
for Agents Preferable 


Colonel Robbins of A. L. C. 
Gives Views on Compensa- 
tion at Minneapolis Rally 


Some form of contributory company 
plan is the real solution of a retirement 
system for life agents, Col. C. B. Rob- 
bins, manager and _ general counsel 
American Life Convention, told the 
Minnesota State Association of Life 
Underwriters at its mid-year educa- 
tional conference held in Minneapolis 
Thursday. Such a plan can be success- 
ful only with a permanent connection 
between the agent and his company. 
The huge annual agency turnover in 
past years, Col. Robbins said, would 
result in considerable frustration of any 


company’s retirement plan for _ its 
agents. 

“T think we are all agreed that a life 
underwriter should have retirement 


benefits and that in the future it may 
be possible to so amend the social se- 
curity act that a scheme may be devised 
whereby a man who spends his life in 
life insurance may, in connection with 
the company for whom he sells, obtain 
a retirement income through the na- 
tional social security plan. 


Private Plan Much Better 


“But more important than this, it 
seems to me, is a plan whereby the man 
himself, through a company plan, may 
obtain a really adequate retirement in- 
come whereby he may live in peace and 
comfort and enjoy to a certain degree, 
at least, the pleasures of life to which 
he has been accustomed during his pro- 
ductive years. These company retire- 
ment plans are being installed one by 
one, until I venture to suggest that 

(CONTINUED ON PAGE 11) 


John N. Russell, 
Veteran Leader, 
Dies in Los Angeles 


John Newton Russell, home office 
general agent Pacific Mutual Life for 
many years and former president Na- 
tional Association of Life Underwrit- 





JOHN NEWTON RUSSELL 


ers, died at his home in Los Angeles 
at the age of 76. 

During his 35 years with Pacific Mu- 
tual, Mr. Russell established the com- 
pany’s largest agency and one of the 
highest ranking among all companies 
throughout the nation. He founded the 
Pacific Mutual Agency Association, as 
well as the Big Tree Club, producers 
honor organization. 

Mr. Russell was in life insurance for 
more than 50 years. A charter member 
of the Los Angeles Underwriters Asso- 

(CONTINUED ON PAGE 22) 








dividends. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





GOLD RUSH STORY 


This story starts with the purchase of a Ten Payment 
Life policy, by an easterner, in the year 1886. 
later the contract was paid up, and the policy was lost and 
forgotten by the family. Correspondence thereafter was 
unanswered by the policyholder. 


When we began a search for him, we found that the 
insured had left for Colorado during a gold rush. We traced 
him from Cripple Creek to the San Juan, to the mining camps 
of Nevada and California, and back to Colorado where we 
learned that he had died in 1920, leaving a widow and two 
daughters who had moved to parts unknown. 


In 1929 we finally located the three beneficiaries, living 
in poverty and without knowledge of the fact that the husband 
and father had ever owned life insurance. And to these was 
paid well over $2,000, the face of the policy plus accumulated 


The search by the company had ended with delivery of 
more “gold” than the prospector had been able to give them 
in the actual yellow metal he so long sought. 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Ten years 


+ 


JOHN A. STEVENSON 
President 

















H. 0. Wright Elected 
Head of Canadian 
Life Underwriters 


Adopt “Closed and Out of 
Competition” Rule on 
New Business 


TORONTO.—H. O. Wright, Mon- 
arch Life of Canada, Saskatoon, was 
elected president of the Life Underwrit- 
ers Association of Canada at the annual 
meeting here. Malcolm L. McPhail, 
Imperial Life, St. John, N. B., retiring 
president, becomes honorary president. 
Leslie Dunstall was reelected secretary. 

Five directors elected for three-year 
terms are: C. V. Earl, Sun Life of Can- 
ada, Toronto, chairman; Ryrie Smith, 
Mutual Life of Canada, Toronto; J. H. 
Templin, London Life, Hamilton; P. 
V. Bond, Great-West Life, Toronto; 
and F. G. Taylor, Mutual Life, Toronto. 

Provincial vice-presidents are: Prince 
Edward Island, F. W. Hyndman, Great- 
West, Charlottetown; Nova Scotia, C. 





MALCOLM L. MePHAIL 


P. Nickerson, Metropolitan Life, Glas- 
gow; New Brunswick, John MacKin- 
non, Canada Life, St. John; eastern 
Quebec, Raoul Gauvin, Industrial Life, 
Quebec City; western Quebec, J. R. Pel- 
letier, Crown Life, Montreal; northern 
Ontario, A. J. Brown, Metropolitan 
Life, Timmins; eastern Ontario F. R. 
Brooks, London Life, Kingston; south- 
western Ontario, W. D. Hannah, Do- 
minion Life, St. Catharines; Manitoba, 
R. B. Gay, London Life, Winnipeg; 
Saskatchewan, E. J. Dunfee, Great- 
West, Regina; Alberta, A. E. Harris, 
Mutual Life, Calgary; British Columbia, 
C. B. Mooney, North American, Vic- 
toria. 

President-elect Wright entered life 
insurance in 1922 with the Monarch Life 
of Canada at Wilkie, Sask., and was 
made Saskatoon manager in 1925. He is 
a past président of the Sakatoon asso- 
ciation. , 
C. L. U. Officers Named 


The registrar of the Institute of Char- 
tered Life Underwriters will be F. C. 
Hoy, Canada. Life, Toronto; chairman 
executive council of the institute, F. G. 
Taylor, Mutual Life, Toronto;  chair- 
man membership committee, C. E: Bis- 
sell, Canada Life, Toronto. 

The meeting was well-attended. The 
new president was introduced at a 
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luncheon, and in the evening delegates 
were guests of the association at the 
National League hockey game between 
the Toronto Maple Leafs and Boston 
Bruins. 


Waive Memberhip Dues 


C. V. Earl, chairman board of direc- 
tors, said members who enlist for active 
service or other specific war duties will 
have membership dues waived. 

Mr. Earl announced rules adopted by 
the association as to when business is 
considered closed and out of competi- 
tion: If an application is signed and 
settlement of the first premium is made 
either in full or at least equal to $5 per 
$1,000 or $5" per $100 unit of yearly 
premium in the case of a deferred an- 
nuity, the business is considered closed 
and out of competition from the date 
settlement. However, if the business 
has never been put into force due to 
the fact that only a partial settlement 
of the premium has been made, the 
business shall once again be opened to 
competition after 60 days have elapsed. 
Owing to the impracticability of partial 
settlement being obtained at the time 
the application for a single premium an- 
nuity is secured, full settlement of the 
premium in cash shall be necessary to 
close the case to further competition. 
Business issued on terms different to 
those applied for shall be open to com- 
petition until accepted by the applicant 
and full settlement made for the first 
premium, either by payment of cash in 
full, part cash and note for the balance, 
or note for full amount of the premium. 


Seek Life Insurance Exemption 


Mr. Earl reported that in 1941 direc- 
tors will consider a suggestion that ef- 
forts be made to have the Dominion 
government revise taxation exemp- 
tions, whereby life premiums may be 
exempted from income tax. While this 
is the practice in England, the Canadian 
government might not at this time grant 
such an exemption in view of the fact 
it is seeking ways and means of in- 
creasing revenue for war purposes. 

Increased C. L. U. membership was 
reported by F. C. Hoy, institute regis- 
trar; from 575 a year ago to 624 on 
Dec, 31, 


Mr. ‘Nairn Gives Report 


Twelve cases of unethical. practices, 
of which six were concerned with agents 
of 6ne company, were reported by A. G. 
Nairn, : field. supervisor. Mr. Nairn 
urged. better care on the part of com- 
pany. executives to keep unethical prac- 
tices, including twisting, out of the 
business ‘entirely. ° 

Mr. Nairn reported that in the past 
year all of the nine provinces except 
Alberta and Quebec have enacted a 
uniform suicide clause. 

A joint committee reported that the 
agency section of the Canadian Life 
Officers Association will review ob- 
servations and suggestions made by the 
Life Underwriters “Association pertain- 
ing to the uniform licensing of agents. 


Hawley with National Fire 


Newton C. Hawley, who recently 
joined National Fire in the advertising 
department, had for six years been with 
the Life Insurance Sales Research Bu- 
reau of Hartford, where he edited the 
handbook and took part in the agency 
management schools. He _ graduated 
from the Wharton School of Commerce, 
University of Pennsylvania, in 1929, 
and spent five years in the investment 
business as statistician and salesman. 


Seeks to Requlate Real Estate 


DES MOINES—State Senator Aug- 
ustine of Iowa has introduced a bill to 
regulate the holding of real estate by 
insurance companies, placing a two-year 
limit on time property ‘can be held in- 
stead of the present five-year limit for 
life companies, with extension privileges. 

The bill prohibits corporations or as- 
sociations from acquiring real estate out- 
side of incorporated cities not necessary 
for the transaction of business, except 
through mortgage foreclosures. 





Patriotic Duty to 
Sell Life Policies 


Agent Is in Essential 
Industry of Economic Im- 
portance, Dr. Benner Says 


Life agents have a patriotic duty to 
remain in the business and to sell all 
the life insurance that they can, Dr. 
C. L. Benner, vice-president Continental 
American Life, a noted economist, told 
the agents convention held at Wilming- 
ton. Money spent for life insurance is 
diverted from purchase of consumption 
goods, and thus in a time of potential 
inflation helps to prevent the rise of 
prices of commodities which comes from 
surplus buying power and limited sup- 
ply of consumption goods. 

“You can be certain that the best 
interests of your country will be served 
in times of peace as well as in times of 
war by the selling of large amounts of 
insurance, for the funds saved in this 
manner will, of course, do what they 
have always done in times of peace, 
protect the widows and orphans, and, 
in addition, a goodly portion of them 
will be used to finance the production 
of the implements necessary to be cre- 
ated to defend and protect our way of 
life,” he said. 

“To date we have been able to con- 
tinue business as usual, or even better 
than usual, and at the same time go 
ahead with our defense program. The 
time will inevitably come, however, 
when this will not be done. When that 
time comes, priorities will be estab- 
lished and those industries having war 
orders will get preference as to labor 
and products. 


Conditions Different Than in 1917 


“Conditions now are vastly different 
than those that existed in the previous 
war. To day, there is still a large vol- 
ume of unemployment and a consider- 
able amount of unused plant capacity. 
There is no economic reason, therefore, 
why costs should be materially increased 
so long as we have an abundant sup- 
ply of labor, raw materials and manu- 
facturing capacity. When the expendi- 
tures for armaments, however, become 
so vast that the consumer purchasing 
power of the country is increased to an 
extent that the demand for peace time 

(CONTINUED ON PAGE 10) 


Goldman Ayency Leads 
U. S. in Net Increase Total 





The LaSalle ordinary agency of Pru- 
dential in Chicago headed by Manager 
A. Van Goldman 
led the entire 
country last year 
in net increased 
business, It has 
held first place on 
this basis for 23 


of the last 24 
months. The net 
increase is cal- 


culated by de- 
ducting lapsed 





business from 
paid - for new 
business. 

A. Van Goldman The agency 
ranked fourth 


country-wide in paid-for new volume. 
The paid-for total last year, including 
ordinary and annuity business was $9,- 
350,000. A large amount of group in- 
surance also was written, including 15 
group life contracts, six group accident, 
health and dismemberment contracts 
and group hospitalization insurance on 
3,000 employes of 11 firms. 

_ The unusual record of 97 percent per- 
sistency ratio was maintained on all 
business and the agency had a record 
almost as high in 1939, 

Sol Palles, who has been with the 
agency only two years, led among the 
special agents in paid volume and Sam- 
uel Ritacco led in number of paid cases 
for the sixth consecutive year. 

The LaSalle ordinary agency was 
started from scratch in June, 1927, an 
has been consistently a company leader. 
It has more than $52,000,000 purely 
ordinary business in force, besides a 
large volume of annuity business and 
more than $23,000,000 group and whole- 
sale insurance on the books. 

Manager Goldman is assisted by R. A. 
Cameron and D. K. Alford, assistant 
managers in charge of the brokerage 
department, and M. J. Bowens, agency 
assistant in charge of conservation. The 
agency operates in Chicago and northern 
Illinois. 





Buy Big ‘Phone Bond Issue 


John Hancock Mutual and Massachu- 
setts Mutual have purchased through 
private placement an issue of $8,000,000 
3% percent bonds of the Keystone Tele- 
phone Company of Philadelphia. Vir- 
tually the entire issue is to refinance 
existing bonds. 





New Mich. and Ark. Commissioners 








EUGENE P. 


BERRY 


J. H. GRAVES 


Eugene P. Berry, a veteran attorney of Detroit, has been appointed as the 
new insurance commissioner of Michigan and J. H. Graves, who has been Mis- 
souri Pacific Railway agent at Judsonia, has been appointed the Arkansas 


commissioner. 


—— 


Insurance Vital 
to Retire Stock 


Albert Hirst Gives 
First Lecture in Series 
Sponsored for Lawyers 


NEW YORK—In the great majorit 
of cases where two or more men ow 
a business as stockholders and active) 
conduct it, it is impossible, in the even 
one of them dies, to get the estate oy 
of the business and the business into the 
hands of the survivors without the ys 
of life insurance, Albert Hirst, attorney 
New York State Life Underwriters As. 
sociation, said at the first of five monthly 
lectures for lawyers and life insurance 
men sponsored by the New York City 
Life Underwriters Association. 

Discussing stock purchase agreement; 
Mr. Hirst stressed the following points: 

1. The corporation should in no case 
pay the premiums out of its own funds 
because under such an arrangement the 
entire plan may be destroyed by the 
interference of the creditors of the cor. 
poration. 

2. The ideal plan is to provide enough 
life insurance so that it will never be 
necessary to supplement the proceeds of 
the policies out of the funds of the sur- 
viving stockholders in order to pay the 
full purchase price to the estate of the 
deceased stockholder. 


Stock Should Be Pledged 


3. If, however, the proceeds of the 
policies are less than the full purchase 
price, then the difference should be 
made up by a series of promissory notes 
properly endorsed and their payment se- 
cured, unless there is other collateral 
available, by all the stock of the cor 
poration and until the notes have been 
paid in full the estate should have the 
right to check up on the business opera- 
tions by having its own accountant su- 
pervise the books of the corporation, 

Dealing with partnership life insur- 
ance, Mr. Hirst pointed out that the 
problem of the utmost importance is 
to protect the estate of the deceased 
partner against the claim of partnership 
creditors. The mere receipt of the life 
insurance moneys by the estate without 
adequate protection against the business 
creditors would be of no benefit to it. 
To give adequate protection to the es- 
tate against such business creditors is 
sometimes difficult and complicated but 
always essential, he said. 


Gives Other Insurance Uses 


Other uses of life insurance Mr. Hirst 
classified as follows: 

1. General credit life insurance to en- 
hance the general business credit of an 
organization. Such insurance carried 
for the benefit of the business on the 
lives of its important men, assures the 
creditors of stability in case of death, 
and creates an additional reserve fund 
consisting of the cash surrender values 
of the policies. 

2. Collateral credit life insurance, 
where policies are used as collateral to 
secure one specific creditor. This is 4 
use of life insurance that is rapidly in- 
creasing, involving many specific prob- 
lems and raising questions not only 
between the creditor and debtor but also 
sometimes between the estate of the 11 
sured and the beneficiaries of the 
policies. 


Employe Life Insurance 


3. Employe life insurance, where the 
employer insures the life of an impor- 
tant employe, such as a good salesman, 
engineer, designer, to compensate him- 
self for the loss the business would 
suffer in the case of the death of that 
individual. ; 

Lectures by other authorities will be 
given at the Metropolitan Life aud 
torium, Madison avenue and 24th street, 
at 8:15 p.m. on Feb. 18, March 18, April 
15, and May 20. 
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| w.H. Siegmund Called 
Into Active Naval Service 
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WILLIAM H. SIEGMUND 


William H. Siegmund, who six 
months ago became general agent for 
Connecticut Mutual Life in Los Ange- 
les, has been called for active service 
in the navy. He recently was advanced 
to lieutenant in the United States naval 
reserve. He is attached to the first divi- 
sion at San Diego. 

Connecticut Mutual has granted Mr. 
Siegmund a leave of absence, and al- 
though he will continue to direct the 
affairs of the agency, E. G. Walls, Jr., 
has been put in charge as agency man- 
ager. R. S. Northington will continue 
brokerage supervision. 

In his six months in the west, Mr. 
Siegmund has been active in the Los 
Angeles Life Underwriters Association, 
serving as vice-chairman of the mem- 
bership committee. Before going to Los 
Angeles he was for three years agency 
manager of the Charles J. Zimmerman 
agency in Chicago. 

Mr. Siegmund got a leave of absence 
until Feb. 3 so that he could attend the 
Connecticut Mutual general agents con- 
vention in Florida commencins Mon- 
day. He was in Chicago seeing friends 
Thursday. 

Inasmuch as he is on shore dutv at 
San Diego Mr. Siegmund hopes to be 
able to visit his agency one day a week. 


Aetna Life to Unite 
Chicago Offices 


Arrangements have now been con- 
summated for consolidating all of the 
Chicago offices of the Aetna Life com- 
panies in adjacent space. A lease has 
been signed for the entire 15th and half 
of the 16th floor at 120 South LaSalle 
Street, by Aetna Life with LaSalle 
Building Corporation, Inc. The life de- 
partment, which is now located at 1 
North LaSalle street, will occupy the 
16th floor while the Chicago office of 
Aetna Casualty; the Chicago office of 
Automobile and Standard Fire of Hart- 
ford and the western marine department 
of those companies will share the 15th 
floor. The latter offices are now located 
at 175 West Jackson boulevard. 

_ The building will spend about $40,000 
in modernizing the quarters and the 
— will probably be made in Novem- 

Consolidation of the various Aetna 
Life offices in the different cities has 
been a pet objective of President Mor- 
gan Brainard for the past several years 
and the Chicago move is in furtherance 
of that program. 

: Myers, vice-president and 
comptroller, and B. P. Fleurot, assis- 
tant comptroller of Aetna Life were in 
Chicago the other day completing the 
arrangements, 
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Chicagoans Capture 
Equitable Records 


M. Lee Alberts, supervisor of the 
Woody agency of Equitable Society in 
Chicago, finished 1940 as the leader of 
the entire company in group produc- 
tion. Mr. Alberts placed $36,624,581 of 
group insurance. He was in No. 2 po- 
sition for the entire Equitable in total 
production for the year. 

Since joining Equitable 20 years ago, 
he has specialized in employe-employer 
relations and serves many of the lead- 
ing corporations. He has written group 
insurance in excess of $153,000,000, in 
addition to a substantial amount of 
regular insurance. 

Heading Equitable in total produc- 
tion for 1940 is another Chicagoan, 
Louis Behr of the Lustgarten agency. 
He recaptures the position which he 
won for the first time during 1936. 
Since 1929, when he went with Equita- 
ble after graduation from the Univers- 
ity of Wisconsin, he has qualified three 
times for the half million club, six times 
for the million dollar club and twice for 
the two million dollar club. 





Conn. Savings Bank Bill 
Has Governor's Blessing 


A savings bank life inurance bill has 
been introduced in the Connecticut leg- 
islature with the blessing of Governor 
Hurley and labor groups. Governor 
Hurley mentioned this in his inaugural 
message as one of his objectives. The 
Connecticut agents are preparing to put 
up a determined fight against enactment 
of the meaure. 

There are indications that in order to 
minimize opposition the proponents will 
consent to some limitation on _ the 
amount per life that may be issued, it 
being felt that the $3,000 per life maxi- 
mum in New York did much to take 
the wind out of the opposition’s sails. 

Efforts are already being made in New 
York to have the limit raised or re- 
moved. 





Lauer and His Agency 
Lead Continental American 





For the second successive year, the 
Matthew J. Lauer agency of Continental 
American Life in 
New York City, 
has led all other 
agencies for the 
year in volume. In 
1940, the agency 
also was first in 
premiums. Gen- 
eral Agent Lauer 
was top man coun- 
try-wide in volume 
and premiums. In 
recognition of this 
record, he was 
named president of 
t he Presidents 
Club, and was also 
top man in the Convention Club vaca- 
tioning this week at Palm Beach. 





Matthew J. Lauer 





Promoted by American Reserve 


Matthew Thompson, formerly home 
office agency supervisor of American 
Reserve Life, has been promoted to as- 
sistant superintendent of agencies. He 
joined the company in 1939 as agency 
supervisor. 

After serving sixteen years in the 
British and American merchant ma- 
rines, he became an agent in the Fort 
Dodge, Ia., agency of Alliance Life. He 
was made state supervisor for Iowa, 
which post he held until he was given 
the general agency in Fort Dodge. In 
1937 he resigned to become general 
agent for American Mutual Life. Later 
he was given the Sioux City agency, 
comprising parts of Nebraska, South 
Dakota, and western Iowa. 

















What more precious possessions can a 
man ask than the affection and abiding 
faith of a devoted wife and loyal children. 


Surely, they are deserving of all 
security he can provide for 
them. 


Life insurance enables him to do 
it in the most effective way. 


All such husbands and fathers 


are your prospects. 


Don’t fail them. 








Ged) rudential 
Inaurance Y Company of America 


Home Office, NEWARK, N. J. 














6 


FeNATIONAL UNDERWRITER. 





January 24, 194 








FIDELITY MUTUAL LIFE PROMOTES FOUR HOME OFFICE MEN 








R. F. TULL 


Fidelity Mutual Life directors have 
elected R. F. Tull, secretary since 1924, 
to the new office of underwriting vice- 


president. W. K. Miller, assistant sec- 
retary since 1923, was elected secretary. 
W. C. Keesey, secretary mortgage loan 


department since 1933, was appointed 


J. M. SHOEMAKER 


assistant secretary. J. M. Shoemaker, 
formerly secretary investment depart- 
ment, was advanced to assistant treas- 
urer last fall. 

Mr. Tull joined the Fidelity 38 years 
ago. and has been successively secretary 
of the policy section, manager of the 


W. K. MILLER 


department of issue and then the sec- 
retary 

Mr ‘Miller has been with the company 
36 years in the law department. 

Mr. Keesey became associated with 
Fidelity as an attorney in the law de- 
partment in 1929. In 1931 he was trans- 





W. C. KEESEY 


ferred to the company’s mortgage loan 
—e. where he has been since. 

Mr. Shoemaker went to the Fidelity in 
1931 as secretary of the investment de- 
partment, following 23 years of sales 
and management work in the invest 
ment field. 








Companies 1940 Figures Show Geowth 


(CONTINUED FROM PAGE 1) 





thoroughly the policy of purchasing 
such loans. Out of 11,681 Section 203 
FHA loans purchased, the company has 
completed foreclosure on only 30. 

Assets increased more than $11,500,- 
000 making the new total $226,674,679. 
Surplus and contingency reserve is $11,- 
477,743, a gain of $253,250. 

Payments to policyholders and bene- 
ficiaries totalled $18,433,155, including 
dividends of $3,764,938. i 

Insurance in force totalled $575,062,- 
151, increase $13,985,538, or 2.49 percent, 
and new paid business was aproximately 
3 percent in excess of the year pre- 
vious. 


MINNESOTA MUTUAL LIFE 


Minnesota Mutual Life’s gain in in- 
surance in force during 1940 was more 
than twice that 
of 1939, accord- 
ing to  Presi- 
dent T. A. Phil- 
lips. The 1939 
gain was $4,- 
468,538 while in 
1940 it was 
$10,457,320, 
bringing the to- 
tal in force to 
$240,460,689. 
Also the all- 
time high totals 
were set in as- 
sets, reserves, 
surplus, and in- 
come. 

Assets in- 
creased by $3,500,000 to $51,277,570. 
Surplus was increased by $215,000, now 
totalling $3,281,000. Voluntary reserves 
rose $100,000 and now total $500,000. 

Payments to policyholders and bene- 
ficiaries aggregated $3,936,000. The 
total since organization is $70,589,100. 
In 1940 60 percent of the payments 
went to living policyhelders. Of death 
benefits about 45 percent were on poli- 
cies providing for some form of income 
payments to beneficiaries. 

Interest earnings averaged 3.65 per- 
cent. Assets include cash 3.87 percent; 
government bonds 6.33 percent; bonds 
of states and municipalities (including 
Canadian) 25.81 percent; public utility 
bonds 16.78 percent; railroad bonds 7.54 
percent;. other bonds and stocks. 2.85 





T. A. Phillips 


percent; mortgage loans 15.69 percent; 
policy loans 12.65 percent; real estate 
(including home office) 4.64 percent; 
interest, net premiums, and other assets 
3.84 percent. 

Mortality experience 
better than in 1939. 


PROVIDENT LIFE & ACCIDENT 

The Provident Life & Accident re- 
ports life insurance in force at the end 
of 1940 of $147,731,804, a gain for the 
year of $13,313,788. 

The accident and health premium in- 
come was $7,489,012, a gain for the year 
of $1,222,198. 

Assets increased $1,866,347. Surplus 
to policyholders is now $3,601,576. 


CONTINENTAL AMERICAN LIFE 
Continental American Life assets Dec. 


was _ slightly 


31 totaled $26,953,092, insurance in 
force $103,791,444, surplus $1,590,497, 
the annual statement showed as re- 


ported at the annual agents’ meeting 
held in Wilmington. Assets in excess 
of liabilities totaled $2,228,027. 

Max S. Bell, vice- president and ac- 
tuary, commented on the figures, noting 
net interest earned was 3.72 percent or 
only 0.15 percent less than in 1939. The 
mortality rate was the lowest since 1927. 


Market Value Greater 


The market value of the bonds today 
is $750,000 over book value. Farm loans 
decreased 15 percent. He noted that 
return on real estate investments in- 
cluding first mortgages on city and farm 
properties, the home office property and 
other real estate was 1 percent greater 
than on U. S. bonds. 

Total income was $5,367,789. Dis- 
bursements included death claims, $769,- 
925; paid to living policyholders, $1,158,- 
431; stockholders dividends $25,640. 


Investments Are Shown 


Bonds included U. S. government, 
$4,211,105, 15.6 percent; Canadian gov- 
ernment, $98,159, 0.4 per cent; state, 
county and municipal, $1,238,920, 4.6 
percent; utilities, $3,672,196, 13.6 percent; 
railroad, $998,261, 3.7 percent; total 
bonds being $10,221,665, or 37.9 percent. 

City first mortgages totaled $9,335,158, 
34.6 percent; farm. first mortgages, 


home office prop- 
17, 2:2 other real 
estate, $437,631, 1.6 percent. Also held 
were preferred and guaranteed stocks, 
$742,055, 2.8 percent; common stock, 
$46,302; policy liens within reserve, 
$4,489,637, and cash, $990,660. A con- 
tingency reserve of $266,081 was car- 
ried. Policy loans averaged $400 during 
the year. 


$109,764, 0.4 percent; 
erty, $580,2 2.2 percent; 


SEABOARD LIFE 


Seaboard Life of Houston in. its 
annual statement for 1940 reports assets 
$3,507,913 as compared with $3,087,400 
in 1939, policy reserve, $2,931,350 as 
compared with $2,547,995. Capital is 
$200,000, leaving a net surplus of $164,- 
942 as compared with $134,549 last year. 
Insurance in force amounted to $28,509,- 
429 as compared with $26,240,166. Total 
income was $870,526, a gain of $20,863. 

Burke Baker, president, reports that 
the year was the best in Seaboard Life’s 
history. Deaths were exceptionally low, 
the number of policyholders was ‘the 
largest since 1929 and the increased 
legal reserves and surplus protection to 
policyholders was the greatest in the 
history of the company. The invest- 
ment record showed no losses, no bonds 
in default, no mortgages in arrears, and 
the market value of bonds was more 
than $100,000 in excess of book value of 
$1,400,315 in the statement. 


RELIANCE LIFE 


New life insurance paid for by Re- 
liance Life last year totaled $55,345,836, 
an increase of $1,633,355 or 3 percent 
over 1939. New accident premiums in 
1940 totaled $73,078 and new health 
premiums $60,462. 

Life insurance in force increased $19,- 
789,147, 23.6 percent more than in 1939. 
At the close of the year it had $504,- 
774,839 insurance in force. 


AMERICAN MUTUAL LIFE 


DES MOINES—Substantial gains in 
assets, insurance in force, and new paid- 
for business during 1940 are announced 
by President Ward F. Senn of Amer- 
ican Mutual Life. 

Assets increased to a total of $29,- 
611,624.61, American Mutual in its ex- 
istence has paid more than $80,000,000 
to policyholders and beneficiaries. 

New paid-for business showed an 
average gain of 11 percent over 1939. 
This is one of the best sales records 


the company has had in many years. 
More than 60 percent of assets are in 


the form of cash, United States govern- 
ment and municipal bonds. Not a single 
bond is in default. The rate of earnings 
on investments was 4.1 percent. 
KANSAS CITY LIFE 

The Kansas City Life increased sur- 
plus almost $200,000 in 1940, and paid 
$160,000 in dividends. Assets gained 
$4,500,000; insurance in force $7,500,000. 
Shifts in portfolio included a decrease 
of $3,000,000 in government bonds; an 
increase of $5,000,000 in municipals, and 
an increase in mortgage loans of about 
$4,000,000. Assets were $117,308,504 
Dec. 31, compared with $112,842,489 the 
year before. Surplus and capital totaled 
$7,390,308, compared with $7,205,984. 
Loans on policies totaled $19,770,626, 
compared with $18,795,081. 


MANUFACTURERS LIFE 

Assets of Manufacturers Life as of 
Dec. 31, were set at $190,068,352, an 
increase of $12 259,718. These consisted 
of bonds $117, 514,902, preferred and 
common stock, $10, 727 ,699, real estate 
first mortgages $25,569,814, policy loans 
$19,380,316, head office property other 
than real estate and sale agreements 
$6,782,835, and cash $3,879,076. 

Business in force was $604,571,850 as 
compared with $590,259,769 at the end 
of 1939. This is an increase of $14, 
312,081. New business totalled $50,321,- 
495. The average amount of insurance 
in force per policy was $2,336. 


_ Premium income was $24,137,727, 
interest and dividends, $7,614,233, "and 
total receipts $35,152,615. Total pay- 


ments to policyholders were $15,477,022, 
disbursements on matured pdlicies, sut- 
rendered and existing policies $11,174, 
564, includimg $2,094,121 policy divi- 
dends. Death claims were $4,302,457. 

Gross interest earned during the year 
was 4.45 percent. 


PEOPLES LIFE, IND. 


Peoples Life of Indiana reports $10,- 
950,719 assets, $54,250,684 insurance in 
force, $7,747,000 new business written 
and $12,371,993 paid to policyholders 
and beneficiaries since organization. First 
mortgage loans on real estate total $5,- 
299,402, policy loans $1,970,757, govern- 
ment, municipal, public utility ’and rail- 
road bonds, $1,411,027; cash in banks, 
$932,580. Policy reserves total $9,- 
304,942. There is a $241,391 reserve for 
trust funds and a $331,195 contingency 
reserve. Capital is $300,000 and unas- 
signed surplus $400,000. 
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| Pilot Life Rally 
‘Is Biggest Ever 


More than 150 qualified members, 
ests and home office executives at- 


tended the agency convention of Pilot 
| Life at Hollywood, Fla. This was one 
© of the largest attendances at any Pilot 
> convention. : 

At the first session, President Emry 
C. Green gave an address of welcome, 


EMRY C. GREEN 


after which J. M. Waddell, vice-presi- 
dent and agency manager, presented 
awards. That evening the leading rep- 
resentatives and company officials and 
wives were guests of Mr. Green at the 
president's party, arrangements for 
which were made by J. W. Carson, 
secretary, who was chairman of the en- 
tertainment committee. 

The next morning J. W. Underwood, 
manager of the ordinary office in Char- 
lotte, N. C., and president of the Con- 
vention Club, presided. Mr. Green gave 
a talk on “Democracy and Life Insur- 
ance.” Julius C. Smith, general chair- 
sel, spoke on “As Your Legal Counsel 
Sees the Pilot.” 

J. W.. Carson, secretary, was inter- 

locutor at a quiz session, followed by 
the showing of the film “How to Win 
a Sales Argument.” Mr. Waddell 
closed the session with a splendid ad- 
dress on “Seeds of Success.” 
_ The McAlister Clan luncheon, held 
for those with an outstanding volume 
of quality business, followed. This 
luncheon was presided over by R. O. 
Browning, Burlington, N. C., general 
agent, who is chieftain of the Clan, and 
H. D. Waldrop, Goldsboro, N. C., gen- 
eral agent, who is vice-chieftain. 

At the banquet Dr. H. F. Starr, vice- 
president and medical director, presided 
in fine style. It was a gala occasion. 
Short humorous talks were made by 
Mr. Waddell, Mr. Waldrop, T. L. Sim- 
mons, general agent at Rocky Mount; 
R. O. Browning, general agent at Burl- 
ington; and W. R. Parsons, navy gen- 
eral agent at Norfolk. President Green 
closed the convention. 

Other home office men attending were 
C. H. Benson, actuary, who was chair- 
man of the program committee; L. L. 
McAlister, superintendent of agencies, 
and W. L. Jessup, manager sales promo- 
tion and advertising, who was chairman 
of the transportation and attendance 
committee. 





Morrison Discusses 


Compensation Plan 


NEW YORK—Protection of the ca- 
reer agent’s renewals, even though he 
might change companies for business 
reasons, was brought up by several 
members of the New York City C. L. U. 
chapter at the meeting at which the pro- 








posed compensation plan was discussed 
by L. S. Morrison, research director, 
Sales Research Bureau, It was appar- 
ent that many other members also con- 
sidered the failure of the plan to pro- 
vide for vested renewals after the third 
year in the case of men remaining in 
the business but with another company 
or as a broker an important defect. 

Carl Spero, independent, made the 
point that in handling a jumbo line an 
agent might have to divide a case 
among several companies and that in 
servicing such a client he would be 
working not only in the insured’s inter- 
est but in the interest of every company 
on the case. Someone expressed the 
opinion that since loss of renewals due 
to an agent changing companies would 
be trifling compared with agents leaving 
the business, the companies could prob- 
ably pay renewal commissions toagents 
remaining in the business, even with an- 
other company, without going over the 
New York statutory expense limit. Mr. 
Morrison said the bureau had no figures 
on the proportion of agents leaving one 
company to go with another. 

Mr. Morrison emphasized that there 
must be some generally agreed upon 
definition before the compensation ques- 
tion can be considered intelligently. For 
example, Is the renewal commission a 
deferred selling commission or is it a 
service commission? At the suggestion 
of a member he asked for a show of 
hands on the membership’s opinion on 
this point. A large majority indicated 
they considered it a service commission, 
though there were some vigorous dis- 
senting voices. 

Mr. Morrison showed much interest 
in getting the chapter’s reaction to the 
various features of the plan, saying at 
the close of his talk, “You C. L. U.’s are 
the cream of the crop. I don’t see how 
any compensation plan is going to suc- 
ceed if vou fellows don’t like it.” 





Inspiring Message 


to Home Life Agents 


HOLLYWOOD, FLA. — Superinten- 
dent Pink of New York, in addressing 
the convention of Home Life here 
Wednesday, devoted most of his atten- 
tion to the examination of companies. 
This, he said, is undoubtedly the most 
important single function that insurance 
supervisors have to perform. In the 
early days the superintendent picked out 
a few men of figures here and there to 
make examinations, but now there is an 
experienced and well qualified force of 
civil service examiners of more than 
120. Many are lawyers and accounants 
and several are actuaries. 

In the examination of Home Life, a 
medium sized company, six examiners 
are utilized for a period of about three 
months. In Metropolitan Life upwards 
of 20 examiners are constantly engaged 
for a period of about a year and a half. 
The examinations are for the protection 
of the public, and are welcomed by the 
companies themselves because they are 
in the nature of a complete overhauling 
and keep the companies on their toes. 

He predicted that the volume of life 
insurance would probably increase a 
reasonable amount due to the defense 
spending. Because of the beneficent ac- 
tivities of the SEC in suppressing 
fraudulent and ill-advised business ven- 
tures which were sold to the people by 
high pressure salesmen, the opportunity 
for investment by the average person is 
greatly curtailed. Life insurance and 
savings banks afford the easiest and saf- 
est outlet for the funds of the plain 
people. 

“We in insurance are fortunate to 
serve so great and so beneficent an in- 
stitution. We face the greatest chal- 
lenge in our history. We are called 
upon to give our utmost not only in 
doing our full share for the common de- 
fense by rendering exceptional service 
in all of the wide ramifications of the 
business but by taking a leading part in 
the making of a new world according to 
fundamental insurance principles.” 








What 1 PROVIDENT 
COMPLETE PROTECTION? 


It is a plan that safeguards income from the 
Four Horsemen of 


1. ACCIDENTS 
2. SICKNESS 
3. OLD AGE 

4, DEATH 


The NON-CANCELLABLE Policy Provides: 


$200 a month for accidental injury 
(From first day for as long as two years for any 
one accident) 


$200 a month for sickness 


(from 15th day for as long as one year from 
any one sickness) 


$150 a month for Hospital expenses 


plus liberal schedule surgical fees 
(up to 90 days) 


$200 a month Retirement Income 
$20,000 as death benefit to beneficiary 


$40,000 for accidental death, as income 
for beneficiary 


PLUS 


Waiver of Premiums During Disability! 


IT’S COMPLETE PROTECTION— 


Every feature NON-CANCELLABLE and guaranteed 
fully renewable! 


(Smaller amount of each feature available) 


Wide choice of Life policy forms. 


SAM E. MILES, Agency Manager 
Life Department 


PROVIDENT LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga Since 1887 Tennessee 


More than a half-century’s experience in Personal Protection built 


into this COMPLETE PROTECTION Program. 
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War Preparedness 
Stimulates Buyers 


American Service Bureau 
Survey of December Appli- 
cations Shows Trends 


Americans in a national emergency 
again are turning to life insurance, it 
is indicated by the life insurance buyers 
survey made by American Service Bu- 
reau, covering 10,000 applicants in De- 
cember. This shows that three times as 
many persons in military and _ naval 
service applied in the month as in De- 
cember, 1939. This is the 17th semi- 
annual study. 

The manufacturing and mechanical 
industry classifications showed the larg- 
est increase in number since the high 
point of the summer of 1937. 

“Generally improved insurance buying 
is reflected in this cross-section,” Lee 
N. Parker, president and general man- 
ager, said, “There were 4,225 persons 
who applied for average policies of 
$2,000 or more, while 1,213 of this group 
applied for policies of $5,000 and over. 
The average policy applied for was 
$2,270, an increase over the average for 
the past several surveys. The total in- 
surance applied for in the 10,000 appli- 
cations used as a basis for this survey 
was $22,700,000.” 


Metal Industry Is Active 


Foremen, clerks, inspectors and fac- 
tory workers in the machinery, metals 
and metal products group show the 
effect of widespread employment im- 
provement in manufacturing. In this 
classication there were 573 applicants, 
the average policy being $2,820 and 
average already owned $4,579. Included 
were 40 engineers, executives or owners 
of machinery, metals or metal products 
plants, who were the largest buyers in 
December, with average application 
$14,063, average already owned $31,671; 
167 foremen, clerks and inspectors, aver- 
age policy $2,674 and $2,421 average 
already owned; 366 factory workers, 
average $1,658, and average owned 
$1,412. 

Excluding 1,195 children under 18 
years of age, 52 percent were new buy- 
ers, 14 percent already owned life in- 
surance with the companies to which 
they were applying, and 34 percent had 
policies in other companies. 

Children under 7, city housewives, 
students from 7 to 18. years, and over 
18, presented a constantly broadening 
market. Men engaged in the trucking 
business, general merchandising, mining 
and mineral refining, advertising and ac- 
countancy made noteworthy gains as 
applicants. 


New Buyers Ratio Decreasing 


The 52 percent of new buyers among 
adults compares with 53 percent in the 
survey last June, and 58 percent in June, 
1939. The steady reduction in the ratio 
of new buyers and increase in appli- 
cations from men and women already 
owning policies indicates, Mr. Parker 
said, that Americans appreciate the 
soundness of life insurance, based on 
their experience with it through the 
depression. The 1,213 applicants for 
policies of $5,000 or more compare with 
1,036 last June and 1,046 in June, 1939. 

In December there were 19 different 
occupations that produced applications 
averaging $5,000 or more, these, with 
the number of applications, average ap- 
plied for and average amount already 
owned, being: 

Machinery metals and metal manufac- 
turing executives and owners, 40, $14,- 
063, $31,671; oil production and refining, 
engineers, executives and owners, 30, 
$11,767, $20.270; lumber and wood prod- 
ucts, executives and owners, 15, $10,500, 
$12,654; bank and finance company of- 
ficials and executives, 25, $8,580, $10,- 
614; theatre and studio, executives and 
owners, 15, $8,167, $8,857; fur stores 
and furriers, 9, $7,389, $20,800; dentists, 


Equitable Society in Force 
Figure at All-Time High 

Equitable Society’s new ordinary in- 
surance paid for during 1940 totals 
$290,000,000, an increase of 6 percent 
over the preceding year, and insurance 
in force (ordinary and group) totals 
$7,137,000,00, a slightly larger figure 
than ever shown in an annual state- 
ment, and an increase of $200,000,000 for 
the year. 


D’‘Olier on American Legion 
Mission to Visit England 


President Franklin D’Olier of the Pru- 
dential, first full-term national com- 
mander of the American Legion, has 
been designated as a member of the 
Legion’s mission to England to study 
civilian defense functions. The mission 
will leave shortly on a Pan-American 
clipper, the tentative date being set as 
Feb. 1. 

While the mission has the state de- 
partment’s approval, it is entirely unof- 
ficial in character. Head of the mission 
is National Commander Milo J. Warner 
of Toledo. The third member is Maj.- 
Gen. Frank Parker of Washington, re- 
tired, member of the Legion’s national 
defense committee. 








Haynes Agency Leads Bankers, Ia. 


For the second consecutive year the 
Pryce M. Haynes agency at Huntington, 
W. Va., placed first among the Bankers 
Life of Iowa agencies in percentage of 
gain in life insurance in force. 

The sweepstakes winner of the 
agency gains contest will receive a sil- 
ver loving cup at a victory dinner to 
be held shortly, with a home office 
executive making the presentation. 

Group winners in the contest who 
will also receive victory dinners in- 
cluded the W. K. Niemann agency of 
Des Moines; R. L. Bailey agency of 
Mason City, Ia.; C. C. Clouse agency 
of Decatur; and E. H. Blair agency of 
Tennessee. 








30, $6,917 $11,688; aviation, executives, 
pilots and employes, 17, $6,912, $18,050; 
investment brokers and salesmen, 32, 
$6,688, $10,060; printing and paper, ex- 
ecutives and owners, 40, $6,550, $8,735. 

Textiles and leather products, execu- 
tives and owners, 20, $6,525, $9,875; 
wholesale dry goods, jobbers and manu- 
facturers’ agents, 67, $6,507, $10,833; 
quarrying, mining and mineral refining, 
executives and owners, 10, $6,200, $9,750; 
physicians and surgeons, 82, $6,152, 
$17,246; attorneys-at-law, 53, $5,849, 
$10,674; automobile sales agency, own- 
ers and managers, 44, $5,807, $7,029; 
building contractors and superintend- 
ents, 33, $5,742, $11,238; wholesale com- 
mission and import house, executives 
and owners, 28, $5,554, $9,975; casualty, 
fire and miscellaneous insurance, 86, 
$5,436, $13,453. 

Life insurance salesmen accounted 
for 105 applications for an average of 
$4,095, the average they already owned 
being $6,611, compared with 117 appli- 
cations for an average of $3,816 last 
June. Farmers and ranchers submit- 
ted 706 applications for an average of 
$2,346, slightly more than their average 
of $2,338 already owned. Their average 
is better than the $2,270 mark set by 
all applicants in December. 





Slate Named for N. Y. 
Life Managers Unit 





K. A. Luther, general agent for Aetna 
Life, has been nominated for president 
of the Life Managers Association of 
Greater New York. The annual meeting 
is to be held Jan. 30. Osborne Bethea, 
Penn Mutual, is now president. W. J. 
Dunsmore, Equitable Society, is nom- 
inated for vice-president and Julius 
Eisendrath, Guardian Life, is nominated 
for reelection as secretary. 


Closes $1,438,000 in 
5 Days on Relief 
Act Sales Talk 


SHENANDOAH, IA.—tThe enter- 
prise of a Shenandoah agent, Ben A. 
Brower, in writing more than 300 na- 
tional guardsmen for $1,438,000 of life 
insurance within five days has been 
extensively publicized. 

Mr. Brower, who has been selling in- 
surance for about 12 years, first heard 
about the provisions of the soldiers and 
sailors relief act on New Year’s day. 
He instantly wired Columbus Mutual 
Life saying: “Can get million dollars 
insurance right away.” 

“T guess they must have thought I 
was just finishing up a New Year's 
party,’ said Brower, for the company 
demanded further explanation. He did 
so .r long distance (phone bill was 
$60). 

Under the relief act the government 
will pay the premium on policies up to 
$5,000 face amount provided the policy 
was taken out and one premium, which 
may le as little as a monthly premium, 
paid 30 days prior to entry into the 
service. 

The Iowa guardsmen are to be mo- 
bilized Feb. 10, so Jan. 10 was the dead- 
line. By Jan. 4 Mr. Brower got a go- 
ahead order from Columbus Mutual. 
That was on Saturday. He worked that 
day, all day Sunday, Monday and up 
to Tuesday night, not only in Shenan- 
doah, but in other western Iowa cities. 
He arranged with doctors to stand by 
to make medical examinations. 

Tuesday night Mr. Brower, bulging 
with applications took an airplane to 
Columbus to make sure all details were 
in order. It is estimated his first year 
commission will run about $10,000. 





Parley on Non-Forfeiture 
Values Slated in New York 


NEW YORK—A conference be- 
tween representatives of the life insur- 
ance business and the New York de- 
partment is slated for next week to dis- 
cuss the recommendations of the de- 
partment’s committee on nonforfeiture 
values. The committee’s report has not 
yet been released but it is understood 
to favor use of a more modern mortality 
table (American Men Ultimate) and 
use of the preliminary term basis. The 
latter is already permitted under the 
New York law, though few companies 
use it. ’ 

While on the foregoing points the re- 
port would not conflict with that of the 
committee of the National Association of 
Insurance Commissioners studying the 
same subject, it is reported that the 
New York department committee is 
still opposed to what is a vital feature 
of the commissioners’ committee re- 
port, namely, separation of the reserve 
basis for nonforfeiture values from the 
policy reserve basis. Some life company 
officials have indicated a belief that the 
new insurance code would permit such 
a separation but the department has 
not agreed with that interpretation, ap- 
parently being as firmly convinced as 
ever that there should be a direct rela- 
tionship between the policy reserve 
basis and the nonforfeiture reserve 
basis. 





Ask Action on Michigan Union Life 


LANSING, MICH. — Attorney-gen- 
eral Rushton has been asked by Repre- 
sentative Smith, Big Rapids, to launch 
an inquiry into the condition of Michi- 
gan Union Life of Grand Rapids, for- 
merly the New Era Life. Mr. Rushton 
conferred with Commissioner Berry and 
others of the insurance department re- 
garding the case, but department offi- 
cials would make no comment. 

Mr. Smith said that the association 
had levied assessments in an effort to 
place itself on a legal reserve basis and 
there had been complaints regarding the 
assessments. 


Minn. Mutual No. 1 Man 
Has Superb Record 





Le 


Star salesman of Minnesota Muty| 
Life in 1940 was Norbert F. Winter, 
partner in the 
Victor - Winte 
home office 
agency. 

Starting with 
Minnesota My. 
tual 16 years 
ago, his rise to 
consistent sale 
leadership was 


rapid. He has 
of ten been 
either — conven. 


tion president o; 
vice-president, 

Mr. Winter, 
who in four 
months in 1949, 
: . ; led the con. 
pany in paid premiums, usually pays for 
about three-quarters of a million dol. 
lars of business a year including grow 
and annuities. Since partnership in q 
general agency takes up most of his 
time, he makes only about 100 calls q 
year, each with a written presentation, 
but sells every third prospect, averaging 
$25,000 per sale. 

He usually has the highest renewal 
ratio of any agent. He has not had, 
case lapse in the last five years. He js 
37 vears old. 





N. F. Winter 





K. C. Better Business 
Bureau Mixes with Siegel 


KANSAS CITY—The Better Bus: 
ness Bureau of Kansas City recently 
reprinted excerpts of its WDAF radio 
broadcast, “Advice on Your Life Insur- 
ance.” Different types of policies were 
explained, and it was pointed out that 
some contracts combine a savings pro- 
gram with insurance protection. : 

Readers were told that some self- 
styled insurance “counsellors” advocate 
severance of savings and insurance, and 
for a fee will recommend changes in life 
insurance programs. It was suggested 
that policyholders seek the advice ofa 
trustworthy, licensed agent, whose in- 
formation is given without charge, and 
to be careful that they do not sacrifice 
benefits in policies taken out in younger 
years, which perhaps cannot be te- 
placed. 

Morris H. Siegel, director of the Pol- 
icyholders Advisory Council, New 
York, took offense at the reprint. He 
addressed an “open letter” to the Kar- 
sas City bureau and circulated it in 
many parts of the country. He accused 
the bureau of broadcasting “agent talk,” 
and again assailed the savings features 
in some insurance policies. 

In commenting on these develop- 
ments the bureau says: , 

“A local Siegel affiliate, the Policy- 
holders Advisory Council (a Missour 
corporation), formerly broadcast ove! 
a Kansas City station transcripts of Sie- 
gel’s talks, in which he attacked some 
phases of insurance. The station n0 
longer carries the program. Four-page 
advertising dodgers have since been dis- 
tributed at Kansas City doorsteps, 
bringing inquiries to the bureau from 
people who were disturbed because of 
the statements made about insurance. 

“In a reply last week to Siegel’s s0- 
called ‘open letter,’ the bureau repeate 
to Siegel some unanswered questions 
about his past record and his claim to 
be an insurance expert. 

“The bureau does not tell people what 
insurance they should buy. But Siege 
was asked, ‘If a policyholder can get the 
insurance program he wants through 
a dependable agent, why should he pay 
an extra fee to you or anyone else? 


Chesney to Los Angeles 


E. R. Chesney, group insurance sales 
manager in Kansas City for the Travel- 
ers and for R. B. Jones. & Sons, since 
1924, has left for Los Angeles to take 
a similar position. He is succeeded there 
by John A. Collins, from New York. 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





“Has Modified 3 


Mutual Life of New York has an- 
nounced to the field force that Feb. 1 
it will begin to issue a “Modified 3” con- 
tract to be known as “Preferred Risk 
Modified Life.’ This will be written 
ages 15-70, inclusive, on both males and 
females, with minimum amount $5,000 
and maximum $200,000, including all 
other insurance with the Mutual Life. 

The ordinary life contract is being dis- 
continued, and will be replaced by an- 
other new policy, “Life Paid up at 85.” 
This action was necessitated by New 
York law, which it was explained does 
not permit a company licensed in that 
state to write two types of ordinary life 
contracts. 


Feature of 98th Year Fete 


The introduction of the new policies 
will be a feature of observance of the 
98th anniversary, which falls on Feb. 1. 

Samuel Heifetz, Chicago manager, 
when queried about the new modified 
life, declared it is strictly in line with 
what the insuring public is demanding 
today—a maximum of permanent in- 
surance at minimum cash outlay. 

“This policy will permit placing a 
great deal more insurance on a mans 
life for a given sum of premium than 
on ordinary life basis,’ he said, “there- 
fore it will be a distinct service to the 
people. The cash values are substantial 
—so much, in fact, that the gross cost 
less cash value at the end of 20 years 
on a policy taken at age 35 is less 
than ordinary life on the same basis.” 

The premium rates on the two new 
forms per $1,000, showing for modified 
life premium for the first three years, 
and that for the fourth and subsequent 
years, are: 

Mod. Life Life Mod. Life Life 

Ist Aft. P.U. Ist Aft. P.U. 

Age 3 Yrs. 3 Yrs. 85 Age 3 Yrs. 3 Yrs. 85 
20. .$13.60 $17.00 $19.23 46..$32.83 $38.63 $41.2 
21.. 13.89 17.37 19.65 47.. 34.28 40.33 42.9 
6 











68. .103.23 121.45 123.34 
69. .110.47 129.96 131.15 
70. .118.30 139.18 139.65 


fs 48 35.82 42.14 
A 49 37.47 44.08 
- 50 39.22 46.14 
5 D1 41.10 48.35 
2. 52 43.10 50.71 
A 53 45.24 53.23 
- 54.. 47.54 55.93 
78 55 49.99 58.81 
. 56 52.47 61.73 
x 57 55.13 64.86 
a 58 57.98 68.21 
6.55 59 61.03 71.80 
“ 60 64.30 75.65 
i 61 67.80 79.77 
é 62 71.57 84.19 
i 63.. 75.60 88.94 
-96 94.05 
39.70 


45.. 31.48 37.03 

The modified life, the company stated, 
will call for more rigid selection. A 
War clause will be used for certain ap- 
plicants now acceptable on other plans 
for limited amounts without war clause. 


May Write Over $200,000 


It Was stated where company ex- 

perience indicates mortality on a risk 
will be substantially lower than average 
for risks insured under this policy, 
amounts over $200,000 up to the maxi- 
mum limit may be issued. 
_This, as well as the “Life Paid Up at 
85, 1S a participating form, but be- 
Cause of the low premium rate there 
Probably will be no dividend paid un- 
til the end of the third year. The divi- 
dend may, or may not, be more than 
the increase in premium at that time. 

at aiver of premium and double in- 
demnity benefits will be available, the 
additional premium for females on the 








waiver benefit being double that for 
males. 

In connection with the “Life Paid Up 
at 85” form, family income and family 
protection plans will be continued. 
Juvenile life policies will be continued 
on present plans. The “Life Paid Up at 
85” will be issued when an application 
for the modified life is received from a 
risk not acceptable for modified life. 


New Dividends Shown 


The new dividends of the Mutual Life 
of New York in 1941 show a reduction 
in a majority of contracts. The amounts 
vary widely, being more in the earlier 
policy years and less in the later. The 
following schedule shows the 1941 divi- 
dends applicable to policies which do 
not include disability income benefits: 


Life Paid-up at Age 85 


nm 
o 


Age 25 


35 





2é 40 45 55 
$ $ $ $ $ 
Pre.. 17.41 31.62 28.17 39.10 39.70 61.16 
1... 3.94 4.16 4.53 4.61 4.68 6.10 
2... 4.00 4.24 458 4.60 4.69 6.29 
3... 4.07 4.27 4.68 4.59 4.71 6.48 
4... 414 4.35 4.62 4.59 4.73 6.65 
5... 4.20 4.37 4.59 4.59 4.85 6.81 
10... 4.29 4.49 4.51 4.69 5.36 7.90 
15... 4.67 4.78 4.91 5.50 6.38 9.55 
20... 4.80 4.72 5.34 6.06 7.23 11.33 
20 Yr. 
Tot.. 88.06 91.10 94.87 101.01 113.72 167.45 
Life Paid-up at Age 80 
Pre.. 17.46 21.61 28.37 33.41 40.20 62.70 
1 3.94 4.17 4.54 4.638 4.72 6.16 
2 4.01 4.26 4.59 4.62 4.73 6.34 
3 4.08 4.28 4.64 4.62 4.74 6.53 
4 4.15 4.37 4.62 4.62 4.77 6.69 
5... 4.21 4.39 4.60 4.61 4.89 6.85 
10... 4.80 4.50 451 4.71 5.38 - 7.90 
15... 4.68 4.79 4913 65.52 6.41 9.52 
20... 4.80 4.73 5.33 6.06 7.23 11.13 
20 Yr. 
Tot.. 88.18 91.30 94.90 101.35 114.21 167.16 
20 Payment Life 
Pre... 20.34 $28.99 8.52 66.69 
lL... “73 499 5.387 6.47 
Sons Saee “S.04 5.36 6.64 
3... 4.79 5.02 5.36 6.82 
4... 432 6.07 5.36 6.97 
5... 4.85 5.05 5.46 7.11 
10... 4.73 4.96 5.84 8.10 
15... 4.85  &.03 6.71 9.61 
20... 4.70 4.80 7.25 10.77 
20 Yr. 
Tot.. 95.73 100.07 105.26 111.07 122.37 169.80 
Life Paid-up at Age 65 
Pre.. 18.14 22.96 31.42 38.28 48.52 
ace Se -30 4.84 5.02 5.37 
2... 4.08 4.89 4.88 5.00 5.36 
3... 4.14 4.40 4.91 4.97 5.36 
4... 4.21 4.49 4.89 4.96 5.36 
5... 4.27 4.50 4.85 4.94 5.46 
10... 4.34 4.58 4.73 4.98 5.84 
15... 4.69 4.85 5.08 5.70 6.71 
20... 4.81 4.76 5.44 6.14 7.25 
20 Yr. 
Tot.. 88.96 92.94 99.10 106.36 122.37 
20 Year Endowment 
Pre.. 47.79 49.19 51.47 53.49 56.69 70.23 
1... 5.42 5.69 5.87 5.82 5.70 6.61 
Re 5.37 5.68 5.85 5.75 5.67 6.77 
Se 5.32 5.59 5.81 5.69 5.64 6.94 
oe 5.26 5.57 5.72 5.63 5.63 7.09 
Ge. 5.19 5.47 5.62 5.57 5.70 7.23 
10... 4.59 5.01 5.19 5.41 65.95 8.14 
Ea. 4.14 4.69 5.25 5.85 6.66 9.55 
20... 3.387 4.16 5.17 5.92 6.90 10.27 
20 Yr. 
Tot.. 90.98 100.28 197.91 113.63 123.67 169.34 
Endowment Age 65 
Pre.. 19.68 25.45 35.€6 44.05 56.69 
1... £46 4.33 49% 6.18. &7O 
2... 432 4.47 4.96 5.14 5.67 
3... 4.18 4.48 4.98 5.10 5.64 
4... 4.24 4.55 4.94 5.07 5.63 
5... 4.29 4.55 4.89 5.03 5.70 
10... 4.34 4.58 4.69 4.99 5.95 
15... 4.65 4.79 4.99 5.61 6.66 
20... 4.71 4.66 5.25 5.90 6.90 
20 Yr. 
Tot.. 88.61 92.82 98.42 106.17 123.67 


Travelers New Life Annuity, 
Single Premium Rates 


The new considerations for immedi- 
ate life annuities of Travelers run from 
10 percent above the new standard an- 
nuity table at younger ages to about 3 
percent above at older ages. These are 








LIFE INSURANCE 
on the Air 


We proudly announce the re- 
sumption. on our radio station, 
WM, beginning Friday night, 


January 17, of the program, 
‘‘The American Family Forum’”’ 


in which we bring to our studios 
each week a typical American 
family to discuss with our news 
commentators on the air the 
news of the week and its signifi- 


cance for the average family. 


The program is sponsored by 
our Company and its 4,400 Shield 
Men and women in Home Office 
and field. 


The life insurance fraternity is 
invited to listen ... every Friday 
night at 9:30 Central Standard 
Time, ...WSM...650 on your dial. 
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based on 2 percent interest assumption. 

Travelers recently announced a sharp 
increase also in single premium life, en- 
dowment and annuity premiums, which 
now are on 2% percent interest basis. 
Illustrations of the new premiums at 
quinquennial ages are: 


New Single Premium Rates 


10 15 Ret. Ret. Ret. 
Yr. Yr. Ine. 65Inc.65 End. 
Life End. End. (M1.) (Wom.) 65 
Age $ $ $ $ $ $ 
16 ..365.71 848.91 760.69 535.98 585.17 413.52 
20 ..390.72 849.04 760.96 580.28 635.04 443.94 
25 ..425.44 849.19 761.47 642.39 705.07 486.36 
30 ..464.93 849.65 762.83 713.32 785.08 534.67 
35 ..508.46 850.54 765.33 793.69 876.09 588.54 
40 ..555.82 852.24 769.54 884.97 . + 648.24 
45 ..605.65 854.74 775.69 ae 13.3 
50 ..657.07 858.30 784.54 784.54 
55 ..709.50 863.75 797.53 863.75 
60 ..761.36 871.73 815.55 “ 
65 ..811.23 882.97 839.53 
70 ..857.99 898.72 a =% ba 
Immediate Life Annuities 
Single prem. for: Purchased 
Age $100 $10 by $1,000 
M F Ann Month Ann. Mnth. 
20 $3,491.90 $4,249.08 $28.64 $2.35 
20 25 3,321.9 4,045.0 30.10 2.47 
30 35 2,931.00 3,576.00 34.12 2.80 
40 45 2,483.80 3,039.36 40.26 3.29 
45 50 2,245.70 2,753.64 44.53 3.63 
50 55 2,001.60 2,460.72 49.96 4.06 
55 «60 1,755.60 2,165.52 56.96 4.62 
60 65 1,512.20 1,873.44 66.13 5.34 
65 70 1,276.60 1,590.72 78.33 6.29 
70 75 1,053.90 1,323.4 94.89 7.56 
75 80 849.20 1,077.84 117.76 9.28 
80 85 666.40 858.48 150.06 11.65 
85 508.10 668.52 196.81 14.96 


Travelers also has a new “Excel 20” 
plan which gives a large amount of 
face value at low cost. It provides 
maximum protection when most needed, 
less when less is required, and then at 
the end of the life expectancy period 
becomes paid up, giving protection until 
death. There is a low initial premium 
for 20 income producing years, where- 
upon the premium is substantially re- 
duced. If a larger amount of insurance 
than the paid up amount is needed at 
the end of life expectancy, the full ini- 
tial amount may be continued at a spe- 
cified premium. 

The contract is made up of a life 
expectancy form, plus a similar amount 
of commuted value 20-year family main- 
tenance settlement agreement. A con- 


tract issued at age 35 for $10,000 total 
protection has a total premium for the 
two elements of $146.10 for the first 20 
years, reducing then to $99.65, which 
amount would be payable for 12 years. 
After that there would be no premium 
payment required. The contract would 
have a face of $10,000 for 20 years, 
then $5,000, and after expectancy age 


would reduce to $2,740 paid up.  Illus- 
trative rates are: 

Life 20Yr. Tot. Life 20 Yr. Tot. 
Age Exp. FMSA Pre. Age Exp. FMSA Pre. 
20..$13.35 $7.11 $20.46 33..$18.69 $ 8.45 $27.14 
21.. 13.72 7.13 20.85 34.. 19.40 8.85 28.25 
22.. 14.01 7.17 21.18 35.. 19.93 9.29 29.22 
23.. 14.81 7.21 21.52 36.. 20.64 9.72 30.26 
24.. 14.61 7.265 21.86 37.. 21.17 10.20 31.37 
25.. 15.05 7.32 22.37 38.. 22.09 10.74 32.83 
26.. 15.41 7.39 22.80 39.. 22.80 11.32 34.12 
27.. 15.78 7.47 23.25 40.. 23.55 11.98 35.53 
28.. 16.31 7.56 23.87 41.. 24.31 12.82 37.13 
29.. 16.72 7.65 24.37 42.. 25.43 13.77 39.20 
$0.. 17.16 7.75 24.91 43.. 26.29 14.82 41.11 
31.. 17.75 7.87 25.62 44.. 27.20 16.00 43.20 
32.. 18.21 8.08 26.29 45.. 28.55 17.30 45.85 





Columbian National Issues 
Two New Contracts 


Columbian National Life now is is- 
suing new limited payment life plans 
known as life paid up at 60 and 65. 
These are keyed to social security, in 
that premiums discontinue at the usual 
retirement age. The paid up at 65 con- 


tract is especially suited to the man 
who plans to retire at that age and live 
on his social security pension. 

Illustrative premium rates for the new 
forms are: 





Life Life Life Life 
D. Pow. Be Ome: V6 06 
65 5 
$15.61 5 : 
16.03 34.6 i 
16.48 4 32. 
16.96 38. “ 
17.46 - 35. 
17.99 ; A : 
18.57 . ‘ 39. 
19.18 5. F . 
19.83 B . R 
ee < BT 6.5:015-% 59.02 47.12 
oa ed Sie | Se 63.84 49.99 
22.01 49..... 70.12 53.45 
Zee BO. es 5 77.70 57.36 
8 Ee aa 61.50 
4.50 68.00% 66.59 
Sp.p8 BBs... 71.87 
Phra: Sew ac 78.76 
Ste “EO sams 87.04 











Patriotic Duty to Sell 
Life Policies Is Cited 


(CONTINUED FROM PAGE 4) 


products exceeds the supply, a price 
rise will follow unless the demand is 
cut down. 

“This demand can be cut down, of 
course, through taxation or by induc- 
ing the people, particularly wage earn- 
ers, to save their money and not spend 
it for consumption goods. The life 
insurance salesman, therefore, who in- 
duces wage earners to put large amounts 
of their money in life insurance during 
the days immediately ahead, will not 
only be encouraging thrift and saving 
of value to the insured and their fam- 
ilies, but he will also be rendering a 
downright patriotic service to his coun- 
try. We do not want the war to cause 
another silk shirt era nor an inflation- 
ary price rise.” 


Steps Being Taken in England 


He noted that in England the govern- 
ment is taking steps to insist that in- 
creases in wages be taken in war sav- 
ings certificates which are not to be 
sold nor even borrowed against except 
to meet the direst needs. The same ends 
can be accomplished in this country 
through the sale of life insurance to 
people who get the increased incomes 
resulting from the defense program, Dr. 
Benner commented. 

He said that if the Treasury would 
put a 2% percent or 3 percent coupon 
on its bonds for this year, he feels the 
companies would put an increasing, if 
not a major portion, of their funds in 
government bonds so long as the gov- 
ernment needs the capital to finance its 
armament program. Sale of government 
bonds to commercial banks, he said, 
merely increases bank deposits, adds to 


purchasing power and tends to bring 
about inflation, but selling them to pri- 
mary investors, such as insurance com- 
panies, does not have this effect. 

The standard of living can be main- 
tained throughout the period of complet- 
ing the defense program only if the 
productive capacity is increased by at 
least the amount of money spent for 
armaments. 


Need No Curtailing of Insurance 


It may be necessary later to restrict 
the activities of manufacturers of con- 
sumption goods, but the successful com- 
pletion of the defense program will call 
for no restrictions of the activities of 
insurance salesmen, Dr. Benner said. 

Business is operating at a higher level 
than ever in the country’s whole his- 
tory and the trend is still upward. A 
synthetic prosperity is in the offing, but 
so long as the defense program con- 
tinues, it is difficult to see how this can 
materially decline. National income last 
year was about $75,000,000,000, and this 
year it will probably approximate $85,- 
000,000,000. The impact of the defense 
program upon the country’s industrial 
life has only begun to be felt and will 
not be fully encountered until the year 
ends. 

A moderate rise in the general price 
level is to be expected this year, but 
probably not over 10 percent. There 
seems no reason to expect an inflation- 
ary price rise such as took place in 
1917-18. 

Interest rates, while they may firm 
a little, will remain about at present 
levels. 


Companies’ Investment Policy 


No one can see what the long distant 
future has in store for the world or for 
this country. All that can be done is to 
work from day to day. Life companies 
stand ready as always to place their 


funds where the nation needs them most 
and all they ask is a return on their 
investments that will enable them to 
fulfill their contracts. 

The best prospects for life insurance 
this year will be found in the groups 
receiving increased income from _ na- 
tional defense work, he said, and espe- 
cially skilled laborers who will benefit 
by increased wages. Personal income 
taxes almost certainly will be increased, 
the burden being likely to fall most 
heavily on the middle classes of people 
receiving incomes from $5,000 to $20,000. 
Agents would do well not to concentrate 
so closely on this group as in the past. 





Form Leaders Round Table 
at Georgia Sales Congress 


_ATLANTA—Formation of the Geor- 
gia Leaders Round Table, with 55 mem- 
bers, was a highlight of the annual sales 
congress of the Georgia Association of 
Life Underwriters, January 23. Pro- 
gram of the congress included talks by 

H. Andrews, Jr., manager of the 
home office agency of the Jefferson 
Standard Life, Greensboro, on “Success 
Has Its Price”; J. Roger Hull, assistant 
superintendent of agencies Mutual Life 
of New York, on “Facing the Future,” 
and A. R. Jaqua, associate editor Dia- 
mond Life Bulletins, on “The Empty 
Desk.” W. Stanton Hale, program 
chairman, presided at the morning ses- 
sion and S. Russell Bridges, Jr., presi- 
dent of the Atlanta association, at the 
luncheon meeting. 


RECORDS 


Business Men’s Assurance—Business 
last year was the largest since 1932, 
with the exception of 1937. The gain 
for the year was 5.3 percent, while an 
increase of 7.4 percent was experienced 
in December. Sixteen of the 18 branches 
reported an increase for the year. San 
Francisco under J. P. Baldwin, vice- 
president, led the field in total paid 
production, while Kansas City under 
R. J. Costigan, was first in percentage 
of quota and gain. Two hundred and 
fifty-six qualified as members of one or 
more honor clubs as compared to 185 
the previous year. 

North American Life, Ill.— Showed 
an increase of 32 percent in December 
over the same month in 1939 in a cam- 
paign honoring C. G. Ashbrook, super- 
intendent of agencies. This was +the 
largest December with the exception of 
one of any of the last nine years. 

Manhattan Life— Reports new paid 
for business for 1940 totaled $17,681,001 
as against $14,358,075 in 1939, a gain 
of 23.14 percent. The increase in in- 
surance in force was $8,510,853 or 11.03 
percent of the amount in force at the 
end of 1939. The total now stands at 
$85,511,923. 

United Services Life—The company, 
which is owned and operated by the 
commissioned and warrant officers of 
the armed forces of the United States 
and members of their families, has in- 
surance amounting to $12,778,414 in 
force as of Dec. 31, 1940. This record 
has been established in 22 months. 











N.A.L.U. Trustees Endorse 
Reserve Board’s New Plank 


NEW YORK—Approval of the Fe¢. 
eral Reserve Board’s plan to avoid jp. 
flation by the restoration of effective 
control over the credit structure has 
been voted by the trustees of the Na. 
tional Association of Life Underwriters, 

The resolution declared that whik 
“the banking legislation of 1933 and 
1935 greatly strengthened the statutory 
powers of the Federal Reserve system, 
recent events in our domestic and for. 
eign economy have rendered that sys. 
tem utterly powerless to control the 
money market in the United States, 

“There is now presented to congress, 
for the first time in the history of the 
Federal Reserve system, a specific plan 
urging immediate legislation to restore 
effective control over the credit struc. 
ture to the duly constituted authorities 
of the reserve system. This would be 
accomplished through legislation ay- 
thorizing further sharp increases in 
legal reserve requirements of member 
banks, measures to. sterilize further 
gold imports, cessation of power to is- 
sue certificates against seigniorage oj 
silver and to issue currency against for- 
eign silver purchases, and repeal of the 
statutory provisions for dollar devalua- 
tion and the issue of greenbacks. At 
the same time higher taxes are urged, 
to supplement these measures, rather 
than increasing the public debt, in order 
to assure a curtailment of purchasing 
power for non-defense purposes while 
the armament boom lasts. 

“The report also states that whatever 
the point may be at which the national 
budget should be balanced, there can- 
not be any question that whenever the 
country approaches a condition of ful! 
utilization of its economic capacity, 
with appropriate consideration of both 
employment and production, the budget 
should be balanced.” 

j The N.A.L.U. position on the report 
is: 

“We are in favor of these proposals 
. . . because we believe that they will 
serve to protect the interests of all life 
insurance policy owners and annuitants 
and their dependents. On their behalf, 
we urge their early adoption, in order 
that our banking system may be 
adapted to the new conditions created 
by our national defense program, and 
‘to forestall the development of infla- 
tionary tendencies attributable to de- 
— in the machinery of credit con- 
irol.” 





Beck with New England Mutual 


New England Mutual Life has ap- 
pointed Alan Beck, former advertising 
manager Central States Life of St. 
Louis, to its editorial and advertising 
staff. 

A graduate of Westminster College 
and the University of Missouri’s school 
of journalism, Mr. Beck joined the Cen- 
tral States Life in 1933, where he edited 
the agents’ weekly publication and de- 
veloped sales promotion _ liferature. 
Prominent in mid-west fencing circles. 
he has been duelling sword champion 
of St. Louis and editor of “The Blade,” 
a publication of Missouri fencing enthv- 
siasts. 





Preliminary Totals Show Increases 








c—New Paid ae 


--Change in Ins. in Force7> 
4 939 


0 1 
Bankers Life, Neb......... $ 8,790,836 $ 8,723,962 —$ 77,03 —$1,993,908 
Bankers National Life.... 12,958,186 15,546,700 + 2,793,453 + 3,361,020 
Capitol Life, Colo......... 9,065,808 8,229,454 +1,947,165 1,618,676 
Continental Assur., Ill..... 31,772,272 33,438,198 + 21,770,973 + 20,699,218 
Empire Life & Acc........ 2,201,636 1,933,541 +923,992 +985,601 
COTES (Une S aeen agree 141,214 3,141,059 +320,670 +374,29: 
Manhattan Life, N. Y..... 17,692,912 14,360,434 +8,512,276 45,118, 78 
Midland Life, Mo.......... 430,274 4,143,077 +1,287,942 + 868,714 
Minn. Mutual Life........ 33,236,694 29,995,412 +10,457,320 +4,468,538 
Peoples Life, D. C......... 7,385,114 6,072,472 +3,945,713 +1,567,57% 
Philadelphia Life ........ 5,066,651 5,309,558 +516,8 + 180,598 
Provident Life & Acc..... 16,815,103 19,657,668 +13,313,788 415,489,970 
Provident Mutual Life.. 69,861,6971 66,514,146!  -+17,108,604 +-9,143,330 
MeUsNCe, GLC sacks os os:sc0 55,345,8 53,712,481 +19,789,147 + 16,012,000 
Southwestern Life ....... 48,325,256 44,616,532 + 20,364,493 +18,151,11 
Sovereign Life, Can....... 5,787,854 5,307,450 + 2,061,011 +1,008,35 


INot including revivals, 


incregses and additions. 
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Col. Robbins for 
| Pension Plan 


(CONTINUED FROM PAGE 3) 
" within the next decade, if not before, 
they will become universal throughout 
the institution of life insurance. 

“As time goes on there is no question 
| put that all companies will install them 
as it will become a competitive matter 
in agency compensation. This, it seenis 
to me, is in keeping with the spirit of 
our times and is something that the 
life underwriter may well look forward 
' to as an anchor of security in his old 


” 





Biss 


’ Col. Robbins said that a great many 
) schemes have been devised to sell life 
> insurance without the aid of the life 
' underwriter, including savings bank life 
’ insurance. These have been pitiably un- 
successful. One of the largest mail order 
» houses, Sears, Roebuck, experimented 
with selling life insurance through its 
mail order catalogue, without success. 


Much Service Is Involved 


The work of a life agent does not end 
with placing the business upon the 
books, he said. It is also his duty to 
service existing policyholders and to 
keep lapses at a minimum. These two 
latter functions, conservation activities, 
constitute one of the most important 
functions of the agent and his compen- 
sation should take these into account. 

The persistency factor, Col. Robbins 
said, should be and is important in de- 
termining the agent’s final compensa- 
tion. While the maximum commission 
to be paid the agent is governed by 
laws in some states, regardless of this 
limitation, responsible agents and com- 
panies agree that the only way the com- 
panies can pay more money to the less 
successful agent is to increase the cost 
to the policyholders or to level down 
the earnings of the other agents. Ob- 
viously, Col. Robbins said, neither of 
these methods is equitable, either to 
policyholders or to agents. 

He pointed out that through the years 

the compensation of home office execu- 
tives and employes has been synchron- 
ized in a general wav to a fixed com- 
pensation, dependent in a large degree 
upon the employe’s ability and length 
of service with the company. No such 
general system ever has been devised 
for the life agent. 
_ “In our present system of underwrit- 
ing, I seriously doubt if any rule of 
thumb can ever be devised whereby all 
underwriters can be placed upon an 
exact equality because the success of 
an underwriter depends almost wholly 
upon his own skill, energy and initia- 
tive. 

“In the matter of home office em- 
ployes certain tasks are set by the com- 
pany and are performed by the employe. 
On the other hand, the underwriter, at 
least the one who writes ordinary busi- 
ness, must depend for his compensation 
upon his own efforts. If he is success- 
ful as a salesman he is richly rewarded; 
if he is not successful, he is in the wrong 
line of business and the sooner he finds 
it out and goes into some line of en- 
deavor where he is not so much his own 
master, and where his compensation 
does not so wholly depend upon his own 
energy, initiative and ability as a sales- 
ara it will be so much the better for 
im. 

The non-participating companies are 
faced with the necessity of raising rates 
in order to maintain sound position in 
their reserves, and the participating 
companies are meeting the problem by 
decreasing dividends. This, Col. Rob- 
bins said, is an important item to be 
taken into consideration when discuss- 
mg a permanent plan of agency com- 
pensation. 


Restrict Relief Surrenders 


. INDIANAPOLIS—A bill has been 
introduced in the senate prohibiting 
State or local welfare officials from 
compelling surrender of life insurance 
policies by relief recipients which might 
leave the recipient with less than $500 


insurance. 





Twenty-Year Man 








CHARLES E. CLEETON 


Charles E. Cleeton, Los Angeles gen- 
eral agent of the Occidental was feted 
by home office executives at a luncheon 
in honor of his 20th anniversary with 
the company. Dwight L. Clarke, ex- 
ecutive vice-president, presented Mr. 
Cleeton the traditional diamond 20-year 
service pin and recounted his produc- 
tion and managerial successes. He has 
been president of the company’s Pro- 
ducers Club six times and vice-presi- 
dent seven times. 

In 1934 he completed all five of the 
C.L.U. examinations. He is a life 
member of the Million Dollar Round 
Table and is very active in the Life 
Underwriters Association of Los An- 
geles, of which he is vice-president. He 
was made a general agent in 1935. 


TNEC Progress 
Report Issued 


(CONTINUED FROM PAGE 3) 
surance, the ‘poor man’s protection,’ 
with two companies writing 73 percent 
of the insurance in force. The pitiful 
situation prevailing among persons hav- 
ing industrial policies is one in which 
their strong desire to make some pro- 
vision for their families is balked by 
their small and uncertain incomes. The 
selling practices used by the insurance 
companies’ agents play upon this worthy 
purpose of the poor, selling them insur- 
ance which they cannot maintain, result- 
ing in lapses, ranging from 50 to more 
than 75 percent of new policies issued. 
The aggregate money loss to these 
people represents real tragedy in their 
lives. Lapsed and surrendered indus- 
trial policies of the Metropolitan and 
Prudential companies, who write almost 
three-fourths of all industrial insurance, 
totaled $33,011,000 for the year 1938. 

“ ‘Life insurance companies,’ to quote 
Dr. Donald Davenport, economic con- 
sultant to the Securities and Exchange 
Commission who testified at the insur- 
ance hearings, ‘have a great social re- 
sponsibility to provide their services as 
efficiently and equitably as possible... . 
That low-income families should be 
spending as much as 24 percent of that 
income for insurance premiums is in- 
excusable. ... A careful examination 
of the insurance programs of 1,666 in- 
sured families revealed very few cases 
in which the plan of policies, relative 
cost and distribution of coverage, were 
entirely satisfactory. . Such a tre- 
mendous preponderance of maladjusted 
cases was found that there can be no 
doubt that the distributive mechanism 
for industrial insurance is defective.’ 

“Here is a problem of great social 
and economic significance, affecting the 


Schuster to Saul Agency 

Carl. Schuster has been transferred 
from Kansas City to Los Angeles to 
take charge of the brokerage department 
of the H. G. Saul agency of John Han- 
cock Mutual Life. 








welfare of many thousands of our 
people. An ample body of fact has 
been assembled in the hearings on in- 
dustrial life insurance, supplemented by 
the very thorough research contained in 
Monograph No. 2, ‘Families and Their 
Life Insurance.’ ” 

The latter is based on the survey of 
Boston industrial families made with 
WPA aid. 





Two Managers’ Sessions Scheduled 


SACRAMENTO, CAL. — Thirty-five 
managers of California-Western States 
Life from 10 western states will convene 
here Jan. 27-29, for a conference with 
home office officials, it is announced by 
R. P. Cox, vice-president and manager 
of agencies. 

Conducting the conference will be 
President O. J. Lacy, Mr. Cox and Er- 
nest Guttersen, inspector of agencies. 

A special regional meeting for Texas 
managers and unit managers has been 
scheduled for Feb. 10-11 at San Antonio, 
with same executives present. 





Lieut. David M. Gantz, associate gen- 
eral agent Pacific Mutual Life in Cin- 
cinnati, has been ordered to Ft. Ben- 
jamin Harrison, Ind., where he is sta- 
tioned with Company A, 85th Quarter- 
masters Battalion. He is a brother of 
Joseph M. Gantz, general agent. 


Security Mutual, Neb., Has 
Agents’ Retirement Plan 


LINCOLN, NEB.—Directors of the 
Security Mutual Life of Nebraska have 
approved plans for an agents’ retirement 
plan, which Vice-president Maurice A. 
Hyde believes is a definite step towards 
a stabilization of a successful agent’s 
future. Details necessary to put into 
effect will be worked out within the 
next few weeks. Retirement will be per- 
missible at age 65, if the agent has 
been 15 years in service, and is com- 
pulsory at 70. Eligibles are general 
agents, district agents, special agents 
and agents under contract at the time 
the plan is adopted. The latter must 
accept the plan if they so desire within 
six months or they will automatically 
eliminate themselves from further con- 
sideration. 

New agents contracting after the plan 
is placed in operation will be required 
to accept. Agents producing $1,500 in 
new premiums a year may deposit 1 to 
3 percent of their commissions which 
will be matched by the company up to 
$90 a year. Withdrawal, disability, re- 
tirement and death benefits are pro- 
vided. 





Accident & Health Week comes March 
24-29. Stage a drive. Write your com- 
pany for promotional material. 
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Deduction —Family Policy Plan 


is an attractive plan that opens up a profitable field in fac- 
tories, piants and business organizations. Complete family 
insurance to meet the particular needs of each individual 
employee can be offered in one policy with standard rates 
and values. Payments are met through small monthly pay- 
roll deductions. Write for complete information. 

Our Field Force enjoys these additional advantages: 

A liberal agency contract 

A plan for financing your agency 

Accounting methods to guide you 

Proven plans for finding—training agents 

A liberal financing plan for your agents 

A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 

Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll-Savings, etc. 
Low monthly premiums 


A $240,000,000 Mutual Company, 61 years old with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 






Mutual Payroll 
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EDITORIAL COMMENT 





Appointing Insurance Commissioners 


Durinc the last eight years or so 
there has been a notable tendency on 
part of governors to appoint men of in- 
surance experience as state commission- 
ers, the thought being that a man who 
has some knowledge of the business 
would have an advantage in his admin- 
istrative duties. Because of this, insur- 
ance men in various states have been 
putting forth as desirable material those 
in their own calling. In fact men in 
different branches of insurance have 
backed some one in various groups for 
the office. 

There are a number of appointments 
to be made this year. Taking as a cue 
those already announced, the governors 
are ignoring insurance candidates, al- 
though in the states where the gover- 
nors have already acted, insurance peo- 
ple strongly backed men of their own 
guild. 

A governor, who is honest and sin- 
cere, has a problem before him in ap- 
pointing the head of the insurance 
department. The office is highly impor- 
tant, one whose activities affect large 
numbers of people. It is unfortunate 
that the position is a political plum for 
when politics becomes a strong influ- 
ence in this office, the welfare of the 
people is set aside. The position is ex- 
posed to many influences, some most 
sinister. It can be truthfully said that 
in modern times there have been com- 
paratively few abuses in the office. 


An insurance man, to whatever 
group he may belong, does have an ad- 
vantage in being familiar with at least 
his particular branch. Yet some gov- 
ernors maintain that such a man nat- 
urally has preconceived notions and 
prejudices. Therefore the argument is 
presented that it would be preferable to 
find a competent man not being in the 
insurance business, who would assume 
his duties with an open mind and who 
is not fettered by occupational experi- 
ence. 

The work of the insurance depart- 
ments becomes more and more com- 
plex. Most important issues confront 
the officials. Many questions have a 
distinctly legal aspect. Hence it would 
seem that from the appointments al- 
ready announced, the more important 
states are seeking able and well bal- 
anced lawyers to fill the job. 

It might be well for insurance men, 
instead of backing specific insurance 
candidates, to lay before a governor the 
qualifications that are particularly 
needed for an insurance commissioner, 
and with the picture in his mind, sug- 
gest that he seek a man who will fill 
the bill, one who possesses the charac- 
teristics that were urged. Where a 
definite pattern set forth, people 
leave the impression that they are not 
so much interested in a particular. man 
as they are in having the right kind of 
an official in the chair. 


is 


66,291,001 Policyholders 


IN view of the fact that so many life 
insurance speakers refer to 64,000,000 as 
the number of policyholders in this coun- 
try, THE NATIONAL UNDERWRITER decided 
to count the noses and discover how 
close to the mark these speakers have 
been coming. At no little trouble, we 
made an independent count and are 


pleased to report that the margin of error 
of those who have been quoting 64,000,- 
000 is small, everything considered. THE 
NATIONAL UNDERWRITER finds that there 
are 66,291,001 policyholders in the 
United States. Hence that will be the 
correct figure for the speakers to quote 
hereafter. 


Worse Than Bombing 


“Canadian Insurance,” in a recent edi- 
tion, brought out the dramatic fact that 
the number of automobile fatalities in 
the United States in 1940 has exceeded 
the number of persons killed and 
wounded in Britain as a result of bomb- 
ing. The automobile deaths in the United 
States for 1940 are estimated at 34,500 
whereas the total number of killed and 
wounded, civilians and soldiers in 
Britain, as a result of bombing is about 
33,000. 


“These appalling fatalities,” that pub- 
lication remarks in referring to the auto- 
mobile traffic deaths in the United States 
and Canada, “have resulted from no 
ruthless means of warfare, but from the 
carelessness of thousands whose very 
actions if attributed to Hitler’s and Mus- 
solini’s soldiers, would be roundly con- 
demned by every decent citizen in demo- 
cratic countries. . De 

“Although one action is deliberate and 
the other unintentional, the results are 


the same to those who are left to mourn 
or to suffer from the incapacity of the 
breadwinner.” 

Travelers, several years ago, got out 
a dramatic booklet in the interest of au- 
tomobile safety entitled “Worse Than 
War.” The comparison at that time was 


Salaries but No Overriding 


GoveRNoR Bushfield of South Dakota 
has recommended to the legislature en- 
actment of a measure to pay insurance 
department examiners a stated salary 
and to turn the per diem charges col- 
lected from insurance companies during 
the audit into the state’s general fund. 
He suggests that the per diem charge 
for examiners to be collected from in- 
surers be established at $25. 

We subscribe to Governor Bushfield’s 
suggestion of a regular salary for exam- 
iners. The salary should be _ good 
enough to attract competent examiners. 
In the past, perhaps, states of smaller 
proportions might not have been able to 
pay salaries, because there was not 
enough work to keep the examiners 
well occupied. But under the zone sys- 
tem of examinations such states are 
able to keep their examiners busy most 
of the time. A salaried, career examiner 
is preferable, by and large, to one who 
handles the work incidentally. 


to the record of American casualties 
the first world war. Now the compari. 


son is to a new war and the automobjk| 


fatality and casualty record again stan 
out in hideous, although generally unap. 
preciated proportions, against blitzkrie, 
fatalities. 






















We cannot endorse, however, Goy- 
ernor Bushfield’s suggestion that the 


companies be charged a per diem of $23, a 


That would mean that the state woul 
be collecting an overriding and that i 
intolerable. It is enough of an impos 
tion that the insurance companies mus 


pay the cost of their own examinations, | 
when they pay such handsome premium | 


taxes of which about 95 percent goes to 
the general fund of the state, without 
having the state make a profit out of the 
examinations. 

The arrangement in Illinois strikes us 
as being fair. In that state a close esti- 
mate was made of the cost of maintain. 
ing the salaried examining staff and then 
it was calculated that a charge of $lia 
day upon the company under audit 
would defray that cost. It is under 
stood that this system comes close to 
the mark and it is one that can be ree. 
commended to the authorities in other 
states. j 








PERSONAL SIDE OF THE BUSINESS 





Fred C. Becker, assistant manager 
Equitable Society, Seattle, candidate for 
insurance commissioner last fall, has 
been elected president of Washington- 
ians, Inc., a state booster and civic 
organization. 

H. J. Cummings, vice-president Min- 
nesota Mutual Life, addressed the 
Northwest Petroleum Association at 
its convention in Minneapolis on sales- 
manship. 


James A. Whitmore, for 14 years 
manager of the Guardian Life in Buf- 
falo and formerly with the home office 
of the Phoenix Mutual Life, has been 
appointed to the newly-created position 
of manager of the Buffalo City Plan- 
ning Association. 

Victor M. Stamm, general agent 
Northwesten Mutual Life, is a member 
of an advisory board of representative 
Milwaukee business leaders, assisting in 
conducting a Man Marketing Clinic in 
vocational guidance, offering advice to 
those unemployed or desirous of im- 
proving their position. 

Carmi <A. Thompson, prominent 
Cleveland business man and a director 
of the Ohio State Life, recently under- 
went the amputation of one of his legs, 
as a result of an infection. 

Frank P. Samford, president Liberty 
National Life, Birmingham, has been 
reelected president of the Jefferson 
County Community Chest. 

Philip A. Hoche, general agent Kan- 
sas City Life, Bloomington, IIl., cover- 


ing central and northwestern Illinois, - 
was married in New Orleans to Mis 
Betty Hayes, daughter of Mrs. John F. 
Hayes of Chicago. The couple spent 
some time at Gulfport, Miss., and in 
Florida, They are at home in 610 East 
Emerson avenue, Bloomington. 

R. R. Rogers, vice-president of Pru- 
dential, has accepted appointment as 4 
trustee of the Urban Land _ Institute 
which will hold its first annual meeting 
in Chicago Saturday of this week. 

N. Baxter Maddox, who has resigned 
as the general agent in Atlanta for 
Connecticut ‘Mutual Life to become 
vice-president, director and trust officer 
of the First National Bank of Atlanta, 
for several years was an executive 
that bank before he took over the Cot- 
necticut Mutual agency in 1933. He's 
a former president of the Atlanta Lite 
Underwriters Association and the 
Georgia state association. He wa 
chairman of the nominating committee 
of the N. A. L. U. in Philadelphia and 
was to have been chairman of the pr0- 
gram committee for the Cincinnati con 
vention this fall. He is president of 
the Capital City Club of Atlanta, direc 
tor of the Atianta Chamber of Com 
merce and a past president of the Juntor 
Chamber of Commerce. He was gradt- 
ated from the University of Virginia 
1923. 














Cae 





A. M. Burton, president Life & Cas 
ualty of Nashville, has applied to the 
federal communications commission 10 
a permit to construct and operate 4 
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radio broadcasting station. Mr. Bur- 
ton will operate the station as an in- 
dividual and not the company. Station 
WLAC was formerly owned and oper- 
ated by the Life & Casualty. 


H. H. Bartling of Nebraska City, for 


Northwestern Mutual Life, has been 
appointed secretary of the state board 
of educational lands and funds. 

Francis G. Bray, Texas general 
agent New England Mutual Life, Hous- 
ton, is the father of a daughter born on 
the afternoon his agency was _ holding 
its annual meeting. 

John M. Sarver, for 19 years president 
of the Ohio State Life and now chair- 
man of its board, has made a bequest of 
$175,000 to Wittenberg College, Spring- 
field, O. The gift was the initial contri- 
bution in a $1,200,000 campaign for the 
benefit of the college. 

Lieut.-Col. Hugh H. Kennedy, agency 
auditor of the Volunteer State Life, has 
been ordered to active service with the 
181st field artillery, national guard, and 
is now stationed at Dest Moines. Dur- 
ing Mr. Kennedy’s absence, Marion D. 
Greene of the secretary’s department, 
will act as agency auditor. 


Gerald A. Eubank, Jr., son of Man- 
ager Gerald A. Eubank of the Prudential 
in New York City, is an ensign in’ the 
supply corps, U. S. naval reserve and 
is now on active duty on the U. S. S. 
Harry Lee, the former American Ex- 
port Line’s Exochorda, which has been 
converted to a marine corps transport 
and navy supply ship. The ship recently 
sailed for Guantanamo and other Carib- 
bean ports. 


DEATHS 


James C. Murray, well known in- 
surance agent and broker of Pittsburgh, 
died suddenly while attending a Stephen 
C, Foster Memorial Service. 

_He was president of the Insurance 
Federation of Pennsylvania 1921-1922, 
and a vice-president on the committee 
for many years. He took an active part 
in political matters in Allegheny county. 


Miss E. E. Meares, president of the 
St. Lawrence Life of New York, died 
at her home in Rutherford, N. J. For 
many years she was assistant secretary 
of the St. Lawrence Life and later be- 
came secretary in charge of the claim 
department. On the death of J. 
Barnsdall, organizer of the company and 
its president for 40 years, she suc- 
ceeded him in the presidency. 


H. M. Ellis, 76, retired, Marshalltown, 
Ia. former traveling deputy superin- 
tendent of the Metropolitan Life, died 
at a Marshalltown hospital after five 
weeks’ illness. 


F. C. O’Brien, general manager of 
Western Empire Life 1931-1934 and for 
20 years previously secretary of that 
company, died at his Winnipeg home. 

James B. Williams, 42, secretary and 
treasurer of Kentucky Home Mutual 
Life, died of a heart attack Thursday 
evening, January 16th. Mr. Williams 
with his wife, Mrs. Sally Williams, was 
visiting his brother, Cecil B. Williams 
of Somerset, Ky., at the Brown Hotel, 
Louisville, when he was stricken. 

Mr. Williams went with Kentucky 
Home at the time of its organization 
as assistant treasurer, and took an ac- 
tive part in its mutualization. A few 
years later he was elected secretary and 
treasurer. Though he was mainly con- 
cerned with the financial end, he con- 
tributed liberally to all phases of the 
company’s activities. He was known 
personally by most of the field staff. 
_Mr. Williams served with the Na- 
tional Guard on the Mexican Border 
and later in France. Following his 
army service he was appointed Ken- 
tucky commissioner of securities. He 
was also secretary of the Kentucky 
fish & game commission. 

_A. C. Gloster, 59, Detroit attorney, 
tormerly head of the tax division of the 
legal staff of the Western & Southern 











Life in Cincinnati, died after three 
years’ illness. 

Otto Schwahn, 63, building superin- 
tendent at the home office of the North- 
western Mutual Life and with the com- 
pany for 40 years, died at his home in 
Milwaukee. His son Herbert is a pro- 
ducer in the Victor Stamm agency of 
the company in Milwaukee. 

R. L. Cooney, veteran Atlanta insur- 
ance executive and an employe of New 
York Life for 61 years, died at his resi- 
dence at the age of 76 years. He was 
a resident of Atlanta for 55 years. He 
‘became connected with New York Life 
at the age of 14 as an office boy, rising 
to tashier at New Orleans. At the age 
of 21, he moved to Atlanta as agency 
director, and later was named inspector 
of agencies and finally inspector of 
agencies-at-large. He celebrated his 61st 
anniversary with the firm Jan. 8, but 
for two months had been virtually in- 
active. 





Wood Sells 89 Cases for 
$1,152.832 in Month 





In the month July 17-Aug. 17, 1940, 
the vacation period, S. B. Campion 
Wood, Travelers, Philadelphia, sold 89 
lives for a total of $1,152,832, an average 
policy of $12,953 per life, he told the 
educational meeting of the Philadelphia 
Association of Life Underwriters in a 
talk on “Programming Process.” 

All was sold on the program idea and 
90 percent on first interview. All his 
business is paid for on a monthly basis, 
yet, he said, his lapse ratio is less than 
1 percent. 

Wood has been in the business 10 
years. Last year he stood fifth nation- 
ally among Travelers producers. 


Prospects Come from Friends 


His prospects come from his friends 
and, he said, “they become friends be- 
cause they are first clients.’ From a 
friend he received a list of 145 young 
men, single, college graduates, who were 
attending a big corporation’s training 
course and had average income of $140 
a month. He received 10 more pros- 
pects from a doctor friend. Of these 





WANTED | 


A rapidly-growing, progressive 
Eastern life insurance company 
has an opening in Bergen 
County, New Jersey, for an in- 
dividual with successful sales 
background, initiative and abil- 
ity to work with agents, and 
possessing an ambition to build 
an agency organization of his 
own. Splendid opportunity for 
the right man. Replies will be 
held in strict confidence and 
should give full information as 
to age and experience. Address 
Box M-69, The National Under- 
writer, 175 W. Jackson Blvd., 
Chicago, Ill. 


























OPPORTUNITY: 
Live, progressive Catholic life insurance organi- 
zation has good territory open in Wisconsin and 
Minnesota for men with proven production rec- 
ord, who are willing to work on a full-time 
basis. _Only men with sales experience, good 
personality and approach need apply. All replies 
will be held strictly confidential. Address in- 
quiries to Box M-66, The National Underwriter, 
175 W. Jackson Blvd., Chicago, Ill. 














WANTED 


Experienced Cashier for well established 
large Life Agency. Male. Not over age 
35. Give qualifications and background 
in letter. Address Box 58, Columbus, O. 





155, he sold 89 in the» month, or 58 
percent efficiency. He started soliciting 
at 4 p. m. and wound up around 2 a. m. 
He saw all the men at home without 
securing appointments. 

Wood stressed that his entire program 
is based on the prospect putting 10 per- 
cent of his income in life insurance. A 
client whom he has sold eight times 
calls him occasionally and says, “Camp, 
I just got a raise. Come around and 
get your 10 percent.” 

Generally he says in his first inter- 
view: “My name is Wood of the Trav- 
elers. I dropped in to see if I could 
help you plan your insurance program. 
Your job is just a stepping stone in 
your career. Have you realized that 
lining up your economic foundation is 
just as important. Let me explain. Do 
you have a piece of paper?” From then 
on his talk is illustrated as he lays out 
an ideal program for the prospect. 

He uses term insurance, he said, be- 
cause “with a definite program, the man 
will come back to me,” and, “no matter 
what happens, you insure your insura- 
bility.” 


Union Mut'l Managers Meet; 
Announce New Acident Form 


Three new accident and health policy 
forms were announced by the Union 
Mutual Life at its managers’ meeting 
in Boston. 

_ The “rehabilitation” accident policy 
for physicians and dentists insures 
against loss of professional time because 
of accident. Its basic purpose is to pro- 
vide a definite income to the professional 
man while attempting to rehabilitate 
himself in a new field because of injuries 
which make it impossible to continue as 
a physician or dentist. It pays for 260 
weeks for either total or partial dis- 
ability. It is issued to practicing phy- 
sicians and dentists up to age 65, with 
limits of $12.50 to $50 per week at $3 
for each $5 weekly indemnity. A medi- 
cal expense rider may be added at $15 


for $500 and $1.50 for each $100 addi- 
tional up to $1,000. 

The “commercial” accident policy 
pays 104 weeks for total disability, 
with one-half partial for 26 weeks, 
50 percent additional for 12 weeks for 
hospital or nurse and up to weekly in- 
demnity for non-disabling injuries. It 
is sold to men ages 18-64 and women 
18-58, with or without principal sum. In 
class A the annual premium is 65 cents 
for each $500 principal sum; $2.75 for 
each $5 weekly for males and $3.45 for 
females. 

The business and professional wom- 
en’s disability policy pays from the 
eighth day for an unlimited period for 
total accident disability, with one-half 
partial for 26 weeks; 52 weeks full in- 
demnity and 52 half indemnity from 
eighth day for confining illness, with 
four weeks full and eight weeks half in- 
demnity for non-confining. Female dis- 
eases are covered. It is non-classified 
but is sold only to better class risks. 
The annual premiums, ages 18-44, for 
$1,000 principal sum and $10, is $25. 

Guest speakers included V. B. Coffin, 
vice-president Connecticut Mutual Life; 
R. E. Richman, vice-president THE 
NATIONAL UNDERWRITER, and B. N. 
Woodson, director of service Sales Re- 
search Bureau. 

Commissioner Harrington of Massa- 
chusetts, Clarence Axman, editor “East- 
ern Underwriter’; Commissioner Fran- 
cis of Maine, Mr. Woodson, T. F. Jor- 
dan, manager home office agency, and 
Bill Cunningham, sports writer and lec- 
turer, spoke at the banquet. 

Business sessions covered four days. 
President R. E. Irish took a prominent 
part. C. W. McNeill, superintendent of 
agencies accident and health department, 
was chairman of a forum on A. & H. 
held on two days. Mr. Richman, for- 
mer editor “Accident & Health Re- 
view,” talked. G. A. Stearns, superin- 
tendent of agencies, life department, 
presided in a forum on life insurance, 
with L. C. Baldwin, assistant superin- 
tendent, assisting. 
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DISTRICT MANAGER FOR TEXAS 


FOR A FINANCIALLY SOUND COMPANY 
WITH AMPLE SURPLUS TO BUILD. OFFICERS 
WHO ARE EXPERIENCED WITH THE PROBLEMS 
OF THE FIELD AND CAN OFFER YOU: 


. Liberal policy contract. 
A sound financing plan for agents. 


3. A desirable agency contract including both 
salary and commissions on personal business 
and overriding commissions for your agents. 


An established office with a few sub-agents 


This Agency to be located in Dallas, Texas, and it 
will be necessary for you to be familiar with that 
country. You must give your qualifications, expe- 
rience, amount of business written, whether or not 
you are a family man and if so, the size of the fam- 
ily, and all additional information which you desire 
to place before this Company in your first letter. 
None except good men need apply. 
M-62, The National Underwriter, 175 W. Jackson 


Address 
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LIFE AGENCY CHANGES 





Hertsgaard Retires; 
Nelson in Charge 


After serving the Mutual Trust Life 
for almost 28 years as general agent at 
Minneapolis, O. I. Hertsgaard will re- 
linquish these duties to devote a greater 
portion of his time to personal produc- 
tion and servicing of his large personal 
clientele. His many outside interests 
will occupy a_ substantial portion of 
his time. A Minnesota branch office will 
be established with enlarged quarters 
at the same location, 500 Northwestern 
Bank building. Paul S. Nelson after 
Feb, i will have charge of the activities 
in the state, with headquarters in Min- 
neapolis, moving there from Chicago. 
Mr. Hertsgaard started with Mutual 
Trust at Fergus Falls in 1913 in charge 
of a few counties. In 1920 he was made 
Minneapolis general agent in charge of 
43 counties. 


Nelson Former Department Man 


Mr. Nelson started with the Illinois 
insurance department in 1927 upon 
graduation from University of Illinois. 
Two years later he became affiliated 
with the Mutual Trust home office and 
in 1932 went into the field. For the last 
eight years he has been a personal pro- 
ducer, supervisor and general agent. For 
a time he was general agent of Fidelity 
Mutual at Columbus, O., and for the 
last two years supervisor of Mutual 
Trust in charge of agency activities in 
Illinois. 

Mr. Hertsgaard has been very active 
in Norwegian-American affairs. He is 
Minnesota vice-president of the Nor- 
wegian-American Historical Association 
and a trustee of St. Olaf College at 
Northfield, taking a keen interest in 
activities of the college. 

Mr. Hertsgaard has filled all the ma- 
jor offices, including the presidency, of 
the Minneapolis Association of Life 
Underwriters. At the last annual meet- 
ing of the Minneapolis Life Managers 
Association he was made an honorary 
life member. 





Security Mutual Appointments 


Security Mutual Life of Binghamton 
has appointed Gordon C. Ferguson as 
general agent at Utica, N. Y., the firm 
of Friedman & Lilenfeld as general 
agents in New York City, and L. A. 
Bengert general agent at Monroe, N. Y. 

Mr. Ferguson served for four years 
in the New York assembly and was for 
three years president of the Utica Life 
Underwriters Association. The firm of 
Friedman & Lilenfeld is composed of 
Nathan Friedman and Sidney Z. Lilen- 
feld. Mr. Bengert has been in the 
insurance business since 1935. 





Lincoln National Northern 
California General Agent 





J. S. Marr, who has been appointed 
general agent for Lincoln National Life 
for 22 counties in 
northern California 
will have offices at 


416 Capitol Na- 
tional Bank build- 
ing, Sacramento. 


He has been in the 
life insurance busi- 
ness 25 years, 
starting as a soli- 
citing agent for 
Mutual Life of 
New York in St. 
Louis. He was ad- 
vanced to supervis- 
ing assistant and 
then to assistant 
manager. In 1936, he was appointed 
general agent in Los Angeles for Reli- 
ance Life and served in that capacity 
until December, 1940. 





J. S. Marr 


Shenandoah Opens 
Several Branches 


Branch offices have been opened in 
Atlanta, Jacksonville, Fla., Birmingham, 
and Charlotte, N. C., and six managers 
have been appointed by Shenandoah 
Life. C. H. Smith, Jr., takes charge at 
Atlanta, office being opened in 301 
Mortgage Guarantee building. He 
supervises the entire state. The Jack- 
sonville office is in charge of R. G. 
Williamson, who was named manager 
for Florida and is in 1725 Barnett Na- 
tional Bank building. H. J. Hughes was 
appointed branch manager for Alabama 
with offices at 502 Frank Nelson build- 
ing, Birmingham. 

J. W. Mann, Charlotte manager for 
some time, was given jurisdiction over 
the state, witn A. J. Lewis, branch 
manager at Rocky Mount, as associate 
state manager. 

H. J. Brooks was named manager at 
Richmond, Va., succeeding J. L. Epps, 
Jr., a reserve officer who expects to be 
called into active service soon. J. E. 
Foster becomes branch manager at 
Jackson, Miss., with offices in 501 Cap- 
ital National Bank building. W. Q. 
Cole continues as unit manager at Jack- 
son. 


Experience of New Managers 


Mr. Smith formerly was Shenandoah 
general agent in Albany, Ga., but has 
been mainly in the lumber industry, 
which he now leaves. Mr. Williamson 
for a number of years was Florida man- 
ager Union Central Life and later was 
connected with Gulf Life. 

Mr. Hughes has been with Shenan- 
doah eight years as Georgia and Ala- 
bama supervisor operating from Mont- 
gomery. He is consolidating the various 
Alabama agencies into a strong branch 
office organization. 

Mr. Brooks had experience with Sun 
Life of Canada for 12 years and for- 
merly was Richmond general agent 
Provident Life & Accident. He has 
moved the branch into new quarters in 
601 Mutual building. Mr. Foster for- 
merly was connected with Jefferson 
Standard Life and more recently with 
Lamar Life. 





National Life, Vt., Appoints 
Daniel Ala. General Agent 


H. L. Daniel has been appointed gen- 
eral agent of National Life of Vermont 
for Alabama with offices at Birming- 
ham. The company has been doing 
business in that state since 1902. 

Mr. Daniel is a native of Nashville 
and has been in the insurance business 
since 1928 when he became associated 
with the Penn Mutual agency at Mem- 
phis. After five years he was promoted 
to office manager of the Birmingham 
agency. Since then he has been trans- 
ferred to various agencies in the south 
and middle west and during the past 
year has been supervisor of the J. B. 
Mankin agency of Mutual Life of New 
York in Detroit. 

Kar! G. Gumm, assistant superin- 
tendent of agencies, has been in Birm- 
ingham in connection with the installa- 
tion of Mr. Daniel. He plans to visit 
the National Life agencies at Memphis 
and Chattanooga before returning to 
the home office. 


Chulock Named in Chicago 
by State Life of Indiana 


Leo W. Chulock has been appointed 
general agent by State Life of Indiana 
with offices in 1120 Westminster build- 
ing, Chicago. He has been district 
manager there since the death of S. J. 
Rosenblatt, general agent, about seven 
years ago. Mr. Rosenblatt’s son, James, 
who since has directed the office, has 
gone to Florida, and another son, Ben- 





jamin, who also was with his father 
for many years in the business, is in 
California. 

Mr. Chulock has been connected with 
State Life for 14 years. Previously he 
was a registered pharmacist and in the 
drug business in Chicago. 





Aetna Life’s Agency Changes 
in Louisiana and Arkansas 


New agency arrangements are being 
made by Aetna Life involving offices at 
Little Rock, New Orleans and Shreve- 
port. For some years the agencies at 
New Orleans and Shreveport have been 
on a partnership basis with Gordon H. 
Campbell, who for 29 years has been 
general agent at Little Rock. The 
New Orleans agency has been Campbell 
& LeLaurin, and at Shreveport Camp- 
bell & Throgmorton. 

The New Orleans office will be 
headed by Fred E. LeLaurin, and Louis 
E, Throgmorton takes over the Shreve- 
port office. This arrangement is con- 
cluded according to the wishes of Mr. 
Campbell, who originally established 
both offices. 

In addition to his activities as life 
general agent for Arkansas, Mr. Camp- 
bell is a member of the firm of Camp- 
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G. H. CAMPBELL 


bell, Mallory & Throgmorton, general 
agents for Aetna Casualty in Little 
Rock. Mr. Campbell will be relieved of 
his duties in the Louisiana territory ahd 
will devote his entire attention to Ar- 
kansas. 


Warmer Manager at Portland, Me. 


Lloyd F. Warner, who since 1930 has 
been in the Boston branch office, has 
been appointed manager of the life de- 
partment of the Portland, Me., branch 
office of Travelers. He succeeds Pearce 
J. Francis, recently appointed insurance 
commissioner of Maine. Mr. Warner 
joined Travelers as field assistant in the 
life department at the Charlotte, N. C., 
branch office. He was promoted to as- 
sistant manager before being transferred 
to Boston. 


Van Fossen Is Special Agent 


CINCINNATI—R. D. Van Fossen 
has been appointed special agent for 
Northwestern Mutual in the W. J. 
Mack agency. Mr. Van Fossen has 
lived in Cincinnati all of his life and is 
a graduate of the University of Cincin- 
nati. For many years he was _ vice- 
president of the Griess-Pfleger Co. He 
is vice-president and finance chairman 
of the board of education. 





Graves Brokerage Manager 


W. W. Graves, Jr., has been ap- 
pointed brokerage manager by T. E. Al- 
len, Los Angeles general agent Colum- 
bian National Life. Mr. Graves has 
been in insurance work since 1933, 
starting in Kansas City, his home town. 


Conn. Mutual Appoints 
Detroit General Agent 








CHARLES E. 


STUMB 


Charles E. Stumb has been appointed 
general agent at Detroit for Connecti- 
cut Mutual Life, succeeding Hugh C. 
White, a three-time member of the 
Million Dollar Round Table, who will 
devote more time to personal produc- 
tion. Mr. White and J. Fred Lawton 
will serve as associate general agents. 

Mr. Stumb has been Cleveland man- 
ager of Reliance Life. He entered the 
business in 1927 and for the most part 
has been in the managerial end. At 
Cleveland he increased the business of 
the agency 25 percent during his first 
year. 


He started at Nashville with Missouri ; 


State Life, a year later was assigned to 
development work in eastern Tennessee, 
and then became agency supervisor for 
the Pacific Coast and later for the mid- 
dle west. 

In 1932 Mr. Stumb joined Reliance 
Life as Oklahoma manager. The gext 
year he was transferred to Memphis 
as manager and after two years was 
made assistant superintendent of agen- 
cies at the home office. In 1936 he be- 
came manager at Cleveland. He has 
been a director of the Cleveland Life 
Underwriters Association. 








He was an agent until 1937 when he 
moved to California and in 1939 he took 
charge of the accident and health de- 
partment of an agency in Pasadena. 
Then for a time he was special agent 
of a casualty company there. 


Davies Named in Lincoln 

W. J. Davies, special agent North- 
western National Life, Omaha, has 
been made district manager in Lincoln. 
Mr. Davies, a graduate of the Univer- 
sity of Nebraska in 1936, has had 3? 
years of unusual success in life insur- 
ance, 


Stancliff General Agent 


F. J. Stancliff, manager Volunteer 
State Life at Houston, Tex., for more 
than five years, has been appointed 
general agent there. He has been with 
the company since 1935. In 1936, he 
was fifth among Volunteer State’s lead- 
ers in personal production and in 1937- 
1939, respectively, fourth, third and 
second. 


Ralph Beal District Agent 

Ralph Beal has been appointed district 
manager at Fort Worth for E. F. White 
agency of Connecticut Mutual. He has 
been with that company since 1933. 














Gilpin Is Hawaiian Manager 


Thomas C. Gilpin has been appointed 
manager of the Hawaiian department of 
United Services Life in Honolulu. He 
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: has been associated with the company in South Bend, and not an assistant to should do a more intensive job of farm- Advertisement 
) as manager of the metropolitan New George R. Schulte, as was reported in ing, so to speak. 
‘ York district. The company has been the Jan. 3 issue. They are independent Mr. Cravens went over the new sales 

' ) licensed in Hawaii since August, 1939. of each other. aids which have been developed and are 
¥ now being distributed to the field. 
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Richey Associate in South Bend 


LeRoy M. Richey is an_ associate 
general agent of American United Life 





Donald T. Swaim has been appointed 
Minnesota Mutual Life general agent at 
Decatur, Ill. He has been in the busi- 
ness for 10 years in the middlewest. 








LIFE SALES MEETINGS 





Farmers & Traders 
Holds Annual Meet 


SYRACUSE, N. Y.—More than 100 
general agents, field representatives, 
Convention Club and App-a-Week ‘Club 
members attended the annual three-day 
meeting of Farmers & Traders Life 
held here. A general agents conference 
was called on the afternoon of the first 
day at which Martin W. Lammers, su- 
perintendent of agencies, reviewed the 
1940 results and outlined an agency pro- 
gram for recruiting and training during 
1941. 


to ask as many questions as they chose. 

The meeting closed with a luncheon, 
at which C. C. Robinson, editor of the 
“Insurance Salesman,” talked on “Clos- 
ing and Delivering Business.” 





New England Mutual Texas 
Agency Meets With Bray 


HOUSTON—Francis G. Bray, Texas 
general agent for New England Mutual 
Life, held the annual meeting of the 
Texas agency with an all day business 
session followed by a banquet in the 
evening. Honor guests and principal 
speakers were Horace Mecklem, New 
England Mutual general agent at Port- 





These include a series of visual and 
organized sales presentations. 

About 65 managers and_ general 
agents attended from all parts of the 
country. R. M. Vetter, general agent, 
Madison, Wis., is association president; 
Frank Snell, Grand Rapids manager, 
vice-president, and William Dignan, 
Cincinnati, sales manager W. E. Lord 
general agency, secretary-treasurer. 

The following day some 17 super- 
visors from many parts of the country 
were brought into a conference some- 
what similar in material, but emphasiz- 
ing their responsibilities in putting over 
the 1941 program. 


————_—- 


Prudential Managers in West 
Gather in Chicago 


Prudential managers in the western 
group held their spring meeting in Chi- 
cago this week with A. E. N. Gray, 
assistant secretary, presiding. Some 14 
managers attended from Chicago, St. 
Paul, Des Moines, Omaha, Salt Lake 
City, Denver, Oklahoma City, St. Louis 














SHAKESPEARE HAD 
A PHRASE FOR IT 


Income at Age 65 
“The very staff of my age, my 
very prop.” 
—Merchant of Venice. 


The Net Cost Buyer 


“But in the way of a bargain, 
mark ye me, I'll cavil on the ninth 


) The annual App-a-Week Club dinner jand O d Harvey Stull, New and, Kansas City. The theme was 
nted — was held that evening and was presided nated luteal aa san ‘at rs “Building Manpower.” A. Van Gold- part of a hair.” 
ecti- over by Lyman J. Fox, who has sub- Francisco. man, manager LaSalle ordinary agency, —King Henry IV 
1 C § mitted at least one completed: applica- The Texas agency has over $5,000,- Chicago, handled arrangements. Mr. : 
the Jf) tion with the first year premium at- 099 insurance in force at the end of the Gay, after the meeting, departed for s 
will f= tached each week for the past four second calendar year and finished sec- the Pacific Coast where he will visit 
duc- 4 years. Twenty-eight qualified for the ond in 1940 among the 70 agencies in Prudential agencies. The Honor Roll Man 
ron 1240, App-a-Week Club and elected L- the competition for the president's . “I am not in the roll of common 
—— 2 s president tor the ensuing plaque for all round excellency of busi- N, W. Mutual’s Ga. Agency men.” 
: ness i 
the fp . - —King Henry IV. 
part i Outlines Company’s Position Holds Two Day Conference . ? 
At & 2 ontinental Assura ATLANTA—Closing a two-day con- ¢ 
of : The — wit opened on the C nce Has ference for members of the sales force, 
rst  onune of the second day and was held Managers Conference Luther E. Allen, Georgia general agent A New Approach 
» at the home office. Use of the com- of Northwestern Mutual Life, Atlanta, “IT know a trick worth two of 
yuri «= Pany’s plan books, a new prospecting The General Agents & Managers As- announced at the banquet that the hat.” 
ito ‘| system and a prospect file were dis- sociation of Continental Assurance held agency showed an increase of 11.75 that. . . 
see, > cussed by Mr. Lammers. New sales its one day annual conference on field percent in 1940 and that it has over —King Henry IV. 
fog e literature and plans for the 1941 Grange problems in Chicago with President H. $40,000,000 of ordinary business on its 
id) [| Campaign bi trate In bona A. Behrens, W. E. White, vice-presi- books. Northwestern Mutual Life was . 
_ hing guests and home office employes dent in charge of agencies, and Charles the first life insurance compa to do 
nce =f attended the annual banquet, at which Cravens, educational director, as the business in the state over pa ago. - The Agency Manager m 
xt E. W. Henne, executive vice-president, principal speakers. The program was The home office was represented by For I am nothing, if not critical. 
his F, acted as toastmaster, and President L. devoted to agency building. Ralph W. Emerson, assistant director 
vas ff J. Taber outlined the company’s posi- Mr. Behrens talked on the financial of agencies, who took part in the dis- —Othello. 
1 Cheb at ~ pe ae = Copeuiiee end of the sans, discussing cage cussions both days. Gordon W. Curtis, ? 
ne- uy ub awards an pp-a-Wee ub pins management problems in the light of Curtis Publishing Company, who in , P 
as a were distributed, and “Yours Truly, Ed the very reduced interest rate. 1939 =the a sas: of ee pa A: When The Wife Objects 
ife Graham” and “An American Portrait” Vice-president White talked on examining committee, gave a brief report The lady doth protest too much, 
| were shown, ’ agency morale, stressing its importance of his work on that committee. This methinks.” 
> & On the morning of the third day, a in developing organization. He also committee conducts annually an investi- : Haml 
~~ cast composed of members of the home emphasized to the managers and gen- gation of the company and reports back —hamiet. 
é 5 _ — a a Hao jae Ge eral agents present their obligation to to its more than 750,000 policyholder se 
ok Fs gency stage “The Trial of John Q. existing organization to see that it be- members. . 
e Oo Agent.” An “Information Please” panel comes successful before they recruit new The 10 leading agents in paid for ; The Procrastinator 
a followed at which field men were free agents. He said the agency heads business for 1940 as announced by Mr. ‘By and by is easily said. 
a : eben sie ee oe 
c —Hamlet. 
| THE The Dotted Line 
. & ‘Although the last, not least.” 
1S § 8 
: i —King Lear. 
, ° 
a Prestige 
: “Good name in man and woman, 
: dear my lord, 
" 5 Is the immediate jewel of their 
: ‘ , souls.” 
ig [us Company is known as a firmly established " Othello 
© re and financially sound institution. Its represen- ° 
‘ tatives are chosen from men of high calibre. Selling Life Insurance 
1 “To business that we love, we rise 
For fifty-three years these two factors have com- : betime, 
bined to bring about a consistent growth in business. And go to’t with delight.” 


INSURANCE IN FORCE, 60414 MILLION DOLLARS 


(Including Deferred Annuities) 
ASSETS, 190 MILLION DOLLARS 





INSURANCE COMPANY 


HEAD OFFICE 
TORONTO, CANADA 
Established 1887 


—Anthony and Cleopatra. 


BANKERS LIFE 
DES MOINES COMPANY 


Established 1879 
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Luther, were: G. M. Venable, La 
Grange; Sam M. Rumph, Atlanta; E. L. 
Fryer, Jr., Rome; Willard Murphy, 
Macon; Harry Steinau, Atlanta; P. D. 
Reeser, Marietta; B. R. Bloodworth, 
Athens; W. H. rere Canton; L. E. 
Justice, Fitzgerald, and S. M. Williams, 
Rockmart. 


Guardian Life Officials 
Hold Field Gatherings 


President J. A McLain of Guardian 
Life of New York led a delegation of 
three other home office men to a man- 
agers meeting in Chicago at which the 
new sales trainifg course, a most thor- 
ough system that has been worked out, 
was shown and explained. In the dele- 
gation were F. F. Weidenborner, vice- 
president in charge of agencies; George 
L. Mendes, assistant superintendent of 
agents, and J. C. Slattery, agency sec- 
retary. The latter three went on to St. 
Louis where a similar two-day meeting 
was held. 

Gatherings previously were conducted 
in New York and Pittsburgh and an- 
other will be held in the south. Presi- 
dent McLain returned to New York 
from Chicago. About 18 managers at- 
tended, including some from the Pacific 
Coast territory. 








Commonwealth Managers Meet 


The Commonwealth Life held a 
three-day convention of managers in 
Louisville. Judge Homer W. Batson, 
president, presented diamond service 
awards to five men who have been with 
the company 35 years, including L. G. 


Russell, first vice-president; I. Smith 
Homans, second vice-president; Dr. 
\V. F. Blackford, medical director; Dr. 


Louis Weber, assistant medical director, 
and Dr. L. Lyne Smith. 

Fred C. Crowell, Jr., of the “Insur- 
ance Field” spoke on public relations. 
W. H. Abell, attorney for the company, 
was toastmaster at the dinner. 





Plan Cleveland Parley Feb. 14-15 


Northwestern Mutual Life will hold a 
tri-state meeting in Cleveland Feb. 14- 
15. Home office speakers will include 
Edmund _ Fitzgerald, vice-president; 


Grant L. Hill, director of agencies; 
Harry Ricker, assistant secretary in 
charge of settlement options; John 


Hughes and Warren Lundgren, assist- 
ant directors of agencies. Mayor Bly- 
thin of Cleveland will speak as well as 
Dr. H. C. Phillips, First Baptist Church 
of Greater Cleveland, and Professor 
Russell Weisman, Cleveland ‘Plain 
Dealer” columnist. 

Agents on the program will include 
Ross Aiken, Detroit, “Let’s Prospect”; 
Stephen Morse, South Bend, Ind., 
“Let’s Work;” C. S. Ohsner, Columbus, 


“Let’s Close;” Meyer Weiner, Grand 
Rapids, “More Lives in ’41,” and E. M. 
Klein, ‘Cleveland, “Pension Trusts.” 


The meeting will open with a luncheon 
and the afternoon will be devoted to 
advanced underwriting. This will be 
followed by a banquet. Saturday will 
be an all day session with a luncheon 
at noon. R. P. Thierbach, Cleveland 
general agent, will be host to Michigan, 
Ohio and Indiana agencies. 





Hold Southeastern Regional 


CHATTANOOGA.—A regional 
meeting for the southeastern district 
was held here by the life department of 
the Provident Life & Accident. Presi- 
dent R. J. Maclellan, Vice-president 
R. L. Maclellan and Agency Manager 
S. E. Miles spoke. 





American Reserve Conference 


OMAHA—tThe general agents of 
American Reserve Life gathered at the 
home office for their annual sales con- 
ference, 

The first day President R. F. Low 
met. with every man_ individually. 
Matthew Thompson, assistant superin- 
tendent of agents, conducted a general 
meeting, assisted by Agency Secretary 
Eugene F. Hart. A panel discussion of 


NEWS OF THE COMPANIES 





Evans Heads Home 
Life’s Planning Unit 


John H. Evans, who for the past year 
has- devoted most of his time to de- 
veloping and directing the sales plan- 
ning division of Home Life of New 
York has been appointed manager of 
the sales planning division. At the 





JOHN H. EVANS 


same time he is being relieved to a 
great extent of his other duties in the 
agency department. 

The principal objective of the di- 
vision is to develop men for agency 
management. It is anticipated that 
Home Life within a comparatively short 
time, will be able to make all of its 
general agency appointments from with- 
in its own organization. 

Men without previous life insurance 
experience as well as those with experi- 
ence are brought into the division to be 
trained in and to absorb Home Life’s 
philosophy of selling client building 
through planned estates. Through 
planned contacts with officers and de- 
partment heads they learn at first hand 
the company’s entire method of opera- 
tion. They are trained in the recruiting, 
training and direction of men. 


Men From Agencies Brought In 


In addition to these new men, dur- 
ing the past year seven men from Home 
Life agencies who had reached a cer- 
tain stage of development, desired to 
get into management work and seemed 
to possess the necessary qualities, were 
brought into the division. This activity 
will be increased during 1941. 

While the division is not an agency, 
it ended 1940 in fifteenth place in 
agency standing. The division was 








a sale from the pre-approach through 
the close was a feature. 

The second day’s session was pre- 
sided over by President Low. Vice- 
president Harold R. Hutchinson re- 
viewed the financial condition. Walter 
B. Lehmkuhl, assistant secretary, con- 
ducted an underwriting clinic. 





Ohio National Agents Meeting 


CINCINNATI.—Ohio National Life 
is holding a two-day meeting for its 
Ohio agents Thursday and Friday. 
O. C. Norton, Toledo manager, was 
chairman of the opening meeting and 
acted as toastmaster at the banquet 
Thursday. T. W. Appleby, president, 
was the principal speaker, giving a talk 
on “Inflation.” G. C. Hill, Sandusky, is 
presiding at the Friday meeting. 





American Mutual to Broadmoor 


The 1941 agency convention of Amer- 
ican Mutual Life of Des Moines will 
be held at the Broadmoor Hotel, Colo- 
rado Springs, in July. 





started one year ago practically from 
scratch. 

Mr. Evans has had 12 years experi- 
ence in the business. He commenced in 
the Engelsman agency of Penn Mutual 
in New York. Later he became broker- 
age manager and then supervisor in 
charge of a unit. From 1933-1935, he 
was a supervisor in Penn Mutual’s Bos- 
ton agency; and then for a year he was 
assistant manager with another com- 
pany in Boston. He went with Home 
Life as a field assistant in 1936, and two 
years later he was appointed assistant 
superintendent of agencies. 





Drevescraft Heads Union 
Mutual Promotion Work 


Thurwin V. Drevescraft, who has 
been appointed manager of the newly 
created sales promotion department of 
Union Mutual Life, is well known in 
midwestern advertising and sales promo- 
tional circles, having served as a part- 
ner and member of a direct mail 
advertising firm and as advertising and 
sales promotion manager of Schune- 
man’s, Inc., St. Paul department store. 
The past five years he was an instruc- 
tor of an extension course in advertis- 
ing at the University of Minnesota. He 
served at one time as president of the 
Advertising Club of St. Paul. 





American Union Case Argued 


Circuit Judge Wilcox at St. Joseph, 
Mo., Saturday took under advisement a 
demurrer filed by American Union Life 
to a suit for receiver brought recently 
by five policy holders. The company 
contends that plaintiffs can’t legally 
bring suit, since the Missouri superin- 
tendent is the only and indispensable 
plaintiff in such an action. The com- 
pany denies charges of mismanagement 
brought by policy holders. 


Pioneer Life Is Audited 


The Illinois department has published 
a report on Pioneer Life of Rockford, 
an assessment company, showing assets 
$148,051 and surplus $13,314. Exam- 
iners state that some beneficiaries have 
not been accorded equitable treatment 
and many cases were compromised un- 
justly. Subsequent to the date of the 
examination, many claims that had been 
settled by compromise were reopened 
and additional amounts paid to bene- 
ficiaries. 

The company was first known as 
Union Miners Life of East St. Louis, 
then it became Miners Life of Spring- 
field, then Rock River Valley Life of 
Rockford, then Pioneer Mutual Life of 
Chicago and finally Pioneer Life of 
Rockford. The company has reinsured 








To Direct Income Annuity 
Field for Franklin Life 





Henry M. Steussy, recently appointed 
vice-president in charge of income an- 
nuities for Frank- 
lin Life, will devote 
his efforts in the 
direction of the 
sales personnel in 
the income annuity 
field, building his 
oWn organization. 
He headed the 
Wisconsin division 
of Fidelity Invest- 
ment Association 
for the past ten 
years, and during 
that period led all 
other divisions in 
volume of produc- 
tion. His particular genius is in the 
field of organizing, and in the sparsely 
settled areas of his territory he hired 
and trained men whose personal pro- 
duction exceeded that of leaders in the 
most populous centers of the country. 





H. M. Steussy 





Kentucky Home Expands 
Staff: Maps Big Year 








LOUISVILLE—John M. Turnbull, 
formerly assistant superintendent oj 
agencies of Illinois 
Bankers Life, has 
been appointed as. 
sistant director of 
agencies for Kep- 
tucky Home Mu. 
tual Life. He is a 
man of long ex- 
perience, both in 
the field and jn 
agency directing, 
While attending 
the University of 
Illinois and North- 
western Univers. 
ity, he started his 
life insurance ca- 
reer as a part-time representative. After 
leaving college, he entered the field on 
a full time basis, later being named as- 
sistant superintendent of agencies for 
Illinois Bankers. 

Hobart C. Banks of the group life 
department has been made assistant 
manager for the combined accident and 
health and group departments, and Clif- 
ford R. Hamma, also of the group life 
department, was named supervisor for 
the combined departments. McDonald 
Gray of’ the advertising and publicity 
departments was named agency secre- 
tary. 

A sales and agency expansion pro- 
gram is being planned by Kentucky 
Home Mutual for 1941. Kentucky 
Home Mutual enjoyed its most success- 
ful year in 1940. 





John M. Turnbull 








11 mutual benefit associations. The ex- 
aminers state that some _ satisfactory 
plan must be adopted in an effort to 
distribute the fund of $4,454, due mem- 


bers of various mutual benefits. The 
president is Frank W. Williams, gen- 
eral manager is R. W. Nauert. = 


examination was as of Dec. 1, 1939. 





Has Radio Station Tenant 


The home office of Volunteer State 
Life now is the headquarters of WDEF, 
a new radio station which is a member 
of the Mutual Broadcasting System. 
President Cecil Woods of Volunteer 
State took part in the opening of the 
station’s studios. 





Farmers Union Proxy Battle 


H. O. Hutson of Lincoln, Neb., has 
been collecting proxies from stockhold- 
ers of Farmers Union Life of Des 
Moines, indicating that an effort may 
be made to wrest control of the com- 
pany from the present management. 








Illinois License Changes Proposed 


A draft of a proposed bill to revise 
the Illinois agents and brokers license 
act has been prepared by J. O. Brown, 
supervisor of licenses Illinois insurance 
department. It follows substantially the 
same provisions of the measure which 
passed the house in 1939 and was killed 
in the senate. The main changes affect 
fire and casualty agents. A 50 percent 
reduction on fees for licenses expiring 
within six months is provided. License 
expiration dates are staggered in the 
proposed bill in order to eliminate peak 
loads in department work. The termi- 
nation date for life agents’ licenses 
would be changed to May 31, instead ot 
March 1 as at present. 





Ten-Year App-a-week Record 


Deane G. Davis, associated with the 
eastern South Dakota agency of North- 
western National Life, has completed 10 
consecutive years of membership in the 
app-a-week club. He is the 17th in the 
company to win this distinction. He 
has been awarded $100 in cash and a 
pair of sterling silver candlesticks. 
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Connon Elected at Johnson 
Agency Parley in Pittsburgh 


PITTSBURGH—J. W. Cannon was 
elected president of the agency associa- 
tion at the annual meeting of the John- 
son general agency of the Penn Mutual 
Life. Talks by A. E. Patterson, vice- 
president, and Holgar J. Johnson, for- 
mer general agent and now president 
Institute of Life Insurance, featured the 
program. 

Eric G. Johnson, general agent, pre- 
sented a wrist watch to P. E. Taylor 





ERIC G. JOHNSON 


for the highest percent quota for 
“Forty’s Fourth Quarter.’ <A _ silver 
cup was awarded the B. A. Schauer 


unit for winning the trophy six times 
in 1940. 

Merchandising plans for 1941 were 
presented by A. F. Randolph, includ- 
ing a three point sales process. 

D, J. Collins gave a “Retirement In- 
come Package” review. An adaptation 
of G. W. Stewart’s preliminary call 
titled “Complete Program Sale” was 
given by W. J. Wright. W. A. Schauer 
gave his “Small Program Preliminary 
Call” which handles approximately 90 
percent of all situations. 

Mr. Patterson told of the company’s 
progress in 1940 and explained the new 
retirement plan for agents, which 
brought a rising vote of approval. Spe- 
cial luncheons were held for the fourth 
quarter quota busters and the Decem- 
= baad corps. A. F. Randolph pre- 
sided. 


Prospecting Panel Held 


A prospecting panel was held with H. 
R. Bengston as master of ceremonies, 
assisted by L. G. Griffith, T. E. G. 
Greenlund, Smith McKee, Jr., and P. 
E. Taylor. 

Smith McKee, Jr., 1940 president of 
the agency association announced an 
App-O-Gram” Club for the balance of 
January in honor of Mr. Johnson. Mr. 
Johnson spoke on plans for 1941, intro- 
ducing the agency slogan “Keep on 
Serving in °41.” 

Holgar. J. Johnson closed the session 
with an inspiring talk, “Life Insurance 
—A Key Industry.” In the evening an 
agency association dance was held. 





Reese “Millionaires” Honored 


DETROIT — Nathaniel Reese, vet- 
eran general agent Provident Mutual 
Life in _Detroit; D. T. MacKinnon, 
millionaire” producer of the agency; 
S. V. Klem, district manager in Lan- 
sing; K. H. Broker and A. E. Lamble, 
of the agency, were presented life 
membership certificates in the com- 
pany’s Millionaires Club for having 
more than a million of personally pro- 
duced business now in force at the 





annual meeting of the Reese agency. 
The presentations were made by Walter 
D. Cross, assistant manager of agencies. 

C. R. Gray, Jackson, 25-year veteran 
who is retiring under the company’s 
retirement plan, was presented the first 
pension check received by any member 
of the agency. A. D. Chantler spoke on 
his success with the “protector” policy 
and S. V. Klem talked on selling the 
“provider” policy. 


“See Rose Bowl Game” 
Creates Interest, Gets Sales 


In a “See the Rose Bowl football 
game” contest the Theodore Hundley 
state agency of the Pacific Mutual Life 
in Huntington, W. Va., created wide- 
spread interest by tying in the idea of 
sending two of the most valuable play- 
ers on the Marshall College team to see 
the game along with agents who quali- 
fied for the trip. As Marshall College 
is located in Huntington, much interest 
was displayed by the public as they 
were allowed to vote for the “most val- 
uable player.” Ballots were distributed 
by Mr. Hundley. As there was a tie 
for second place, Mr. Hundley took 
three players on the trip instead of two. 


Seven Write Over $100,000 Each 


Of 11 full-time men, seven paid in 
excess of $100,000 and five of the 11 
qualified for the trip to Los Angeles. 
Jackie Hunt, Andy D’Antoni and Jim 
Roberts of the Marshall College team 
and a local sports writer accompanied 
the party, which was entertained at the 
Pacific Mutual’s home office. They were 
also guests of the Metro-Goldwyn- 
Mayer Motion Picture Company. 








Springfield Leaders Honored 


Cc. A. Corwin, Springfield, O., was 
presented a trophy cup at the annual 
dinner of the Paul M. Smith agency 
of the New England Mutual Life, Co- 
lumbus, O., in recognition of his lead- 
ership in 1940. J. N. Meeks and C. C. 
Wharff of Columbus and C. W. Yahn 
of Zanesville were also presented com- 
pany awards for production require- 
ments. 





Peoria Agency Hits New High 

The Reuling & Williamson agency of 
the Massachusetts Mutual Life in 
Peoria, Ill., has reached a new all-time 
high of $44,000,000 of life insurance in 
force, it was announced at the agency’s 
annual meeting. Fiye members of the 
agency were among the company’s 
leaders for 1940. 

In attendance at the meeting were 
L. M. Huppeler, assistant director of 
agencies, and J. L. Marchese, manager 
benefit department, from the home 
office, and General Agents E. W. 
Hughes of Chicago and H. I. Davis of 


COAST 


New California Bureau 
to Appraise Real Estate 


SAN FRANCISCO—To secure more 
accurate appraisal reports covering 
holdings of insurance companies and 
to maintain a continuous scrutiny of 
the mortgage and real estate holdings, 
Commissioner Caminetti is establishing 
a new bureau of valuations and ap- 
praisals 2s part of the present bureau of 
conservations and liquidations. H. A. 
Benjamin, assistant commissioner is in 
charge. 

In addition to handling supervision 
and control over all appraisal and valua- 
tion work, Mr. Benjamin will also 
handle hearings upon applications for 
approval of reinsurance, mergers, 
entrance of foreign companies, issuance 
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of certificates of indebtedness and simi- 
lar phases of departmental activities. 

More detailed appraisal report forms 
have been prepared and instructions to 
official appraisers have been amplified 
as a first step toward a more adequate 
check on insurers’ holdings. Greater 
care is also to be exercised in the selec- 
tion of official appraisers. 





Proposes Consolidation of 
Utah Insurance Department 


SALT LAKE CITY—A drastic re- 
arrangement of the state executive de- 
partment proposed by Governor Maw 
includes the consolidation of the state 
insurance department under the de- 
partment of service and_ inspection 
along with about 10 other departments. 
How this will affect Commissioner 
Neslen is not known, but it is expected 
that he will be retained as the direct- 
ing head under the proposed arrange- 
ment should it become effective. Coin- 
missioner Neslen has expressed no 
comment on the proposed changes or 
whether he will wish to continue as 
commissioner under changed circum- 
stances. Insurance interests are ex- 
pected to object to transferring the de- 
partment. 

Day Has Busy Day 

C. C. Day, Oklahoma City general 
agent Pacific Mutual Life, addressed a 
breakfast meeting of the Utah Life 
Managers in Salt Lake City, Later that 
mor ning he spoke at the concluding ses- 
sion of the Pacific National Life agency 
convention. At noon he addressed the 
Salt Lake Life Underwriters Associa- 
tion, with over 200 attending, many be- 
ing visiting agents of the Pacific Na- 
tional Life. 

That afternoon he met with Utah and 
Nevada representatives of his company 
at the home of Hazen Exeter, general 
agent in Salt Lake City. 





Hearing Held on Injunction 


LOS ANGELES—In a hearing on 
the injunction against the Metropolitan 
Life and Commissioner Caminetti seek- 
ing to block the low cost housing proj- 
ect here, the complaintant, Mrs. M. K. 
Ostbye, through her attorney, agreed 
to strike out sections in the complaint 
which held that the legislation grants 
this company ‘special rights, privileges 
and immunities especially in regard to 
taxation. Irving Walker, representing 
the Metropolitan Life, argued that with 
these sections withdrawn the only per- 
son who can complain that the special 
legislation is discriminatory is another 


John Nourse, deputy 
attorney-general, representing Commis- 
sioner Caminetti, held that the com- 
plaint had no standing in court. Su- 
perior Court Judge Wilson took the 
case under advisement. 


Will Open San Diego Office 

SAN DIEGO—E. P. Fay, chief as- 
sistant insurance commissioner, and D. 
P, Luckham, assistant commissioner, 
while in San Diego for the annual meet- 
ing of the San Diego Insurance Ex- 
change made preliminary arrangements 
for opening a branch office of the de- 
partment here. 


Lewis Helps Open Office 


SAN FRANCISCO—M. E. Lewis, 
superintendent of agencies Bankers Life 
of Iowa, was here to participate in the 
opening of company’s new quarters at 
155 Montgomery street, under Manager 
J. H. Rowe. 


life company. 





Miss Norma V. Marino, assistant sec- 
retary of the “Western Underwriter” 
and with the Pacific Coast office of 
THe NATIONAL UNDERWRITER for 11 
years, was married in Reno, Nev., to 
W. W. Cox of San Francisco. 


MANAGERS 


San Francisco Cashiers Elect 


Harold McCrimmon, 
was elected president 
Agency Cashiers 
Francisco at the annual meeting. 
Toon, Union Central Life, was elected 
vice-president; Miss Marian Miller, 
State Mutual Life, secretary, and Maren 
Wraa, Ohio National Life, treasurer. 

A round table discussion on conserva- 
tion was led by Miss Kate Ahern, 
Guardian Life. 











Reliance Life, 
of the Life 
Association of San 


Cows 





Honor 54 Columbus Leaders 
COLUMBUS, O.—Fifty-four leading 
agents were honor guests of the Life 
Managers & General Agents Associa- 
tion of Columbus at a Leaders Banquet 
at which A. Morrill, president 
Kroger Grocery & Baking Co., spoke. 


Spokane Managers Elect 


The Spokane (Wash.) Life Insurance 
Managers & General Agents Associa- 
tion has elected P. L. Cochrane, Mutual 
Life of New York, president; T. A. 
Thompson, Oregon Mutual Life, vice- 
president, and Grant McGlade, Central 


Life of Iowa, secretary. New directors 
are F. H. Hathaway, Minnesota Life, 
and E. M. Wolfe, Prudential. 


Holcombe Gives Pittsburgh Talks 


John M. Holcombe, Jr., manager 
Sales Research Bureau, spoke at a 
breakfast meeting of the Pittsburgh 
Supervisors’ Club Jan. 23, and at a 
luncheon meeting of the agencies com- 
mittee the same day. 








Winnipeg Managers Elect 


R. G. Cameron, manager Dominion 
Life, has been elected president of the 
Winnipeg Life Managers Association. 
Vice-president is F. B. McEown and 
secretary, E. Elsey. 





Zimmerman Cincinnati Speaker 

CINCINNATI—C. J. Zimmerman, 
general agent Connecticut Mutual, Chi- 
cago, will address the Associated Life 
General Agents & Managers Friday on 
“What We May Expect in 1941 Affect- 
ing Organization Work.” 





Brooklyn Supervisors Meet Jan. 28 

The Brooklyn Life Supervisors Asso- 
ciation will meet Jan. 28 at luncheon at 
the Hotel Bossert. Herbert Austin, 
New York Life, will discuss the in- 
duction, training and supervising of new 
men. 


Butler, Logan Omaha Speakers 


At the January meeting of the Ne- 
braska Life Agency Managers’ Associ- 
ation in Omaha, United States Senator 
Hugh Butler and John S, Logan, attor- 
ney for the Nebraska department, were 
guests. 

Senator Butler spoke informally and 
Mr. Logan submitted ‘ills to be pre- 
sented to the legislature removing the 
limitations now imposed on writing ju- 
venile insurance and to amend the in- 
contestable statute so that the use of 
the aviation exclusion rider will be per- 
missible in Nebraska. 





Managers, Cashiers in Joint Session 


The Life Managers Association of 
Portland, Ore., will hold a joint ses- 
sion Feb. 5 with the Agency Cashiers 
Association, the entertainment being 
provided by the latter. 





Kent Made Indiana siiaaads 


Damon H. Kent has been made In- 
diana manager of the Kansas City Life. 
He has been with the company since 
1930. 









: RECOGNIZED 
oe EVERYWHERE 
eg 

















MUTUAL) 
























||| ACTUARIES 


CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 





























ILLINOIS 


DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinols 
Telephone State 1330 




















WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 


10 S. La Salle St., Chicago 
Associates 
M. Pi | i oe Franktin 4020 
N. A. Moscovitch, Ph. D. 
L. Lally 

















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 
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Good Salesman Feels at 
Home With the Prospect 


CINCINNATI—The important dif- 
ference between a leading salesman and 
a mediocre one was pointed out by H. I. 
Davis, general agent Massachusetts 
Mutual, Atlanta, in a talk at a Cincin- 
nati Life Underwriters Association 
meeting. Mr. Davis illustrated with ex- 
cellent stories taken from his personal 
experiences. He said that the leading 
salesman knows how to feel at home 
with the prospect and make friends 
with him. meg: 

“If you have any apologies in your 
system, get them out,” he suggested. 
The leader knows when a _ prospect 
really means “yes” and “no.” “Let him 
talk and be a good listener,” Mr. Davis 
said. The leader studies his case. He 
does not do things that make the pros- 
pect nervous. 

“Let the prospect see that you are 
easy to get rid of,” he urged. An agent 
can tell inynediately when he is making 
an impression. “Get your message over. 
You can tell by the expression that it is 
time to get the application,” Mr. Davis 
stated. “Get to the point, say it quickly, 
and get out.” . 

L. B. Scheuer, State Mutual, presi- 
dent of the Cincinnati association, an- 
nounced that there would be no sales 
congress in view of the National Asso- 
ciation of Life Underwriters convention 
in Cincinnati next September. He 
urged that the members cooperate with 
the Columbus association by attending 
its forthcoming sales congress in March. 
J. C. Benson, program chairman, an- 
nounced that E. L. Carson, manager 
Equitable Society, Milwaukee, would be 
the next speaker, the date having been 
set for Feb. 20. 





Traces the Buying Process 


WILMINGTON, DEL.—The Dela- 
ware Association of Life Underwriters 
had as guest speaker A. E. N. Gray, 
assistant secretary of Prudential. He 
spoke on “Applying the Buying Process 
to Selling.” 

He illustrated this by three steps or 
mental processes through which the 
buyer must be carried. Arouse interest, 
telling him something new or remind 
him of something old he has forgotten. 
Create desire. Show prospect what it 
will do or tell him what it is. Motivate. 
Make a selfish appeal or make an unsel- 
fish appeal. ay 

Mr. Gray stated that any selling idea 
will work if the agent understands why 
it will work. However, unless these 
three processes are carried out one could 
not possibly complete a sale. 

More than 150 braved the sleet storm 
to attend the luncheon. 


Stars on Oklahoma Card 


The annual sales congress of the 
Oklahoma City Life Underwriters As- 











Much Interest Shown in 
Commissioners’ Detroit Rally 


OKLAHOMA CITY—In response to 
the many letters of inquiry regarding 
the annual meeting of the National As- 
sociation of Insurance Commissioners in 
Detroit June 9-11, Secretary Jess 
Read is sending out letters urging 
those planning to attend to make im- 
mediate reservations. The Statler ho- 
tel will be headquarters. Indications 
Point to the Detroit meeting being one 
of the largest ever, judging from the 
number of early inquiries. 

Luke J. Kavanaugh of Colorado, has 
been appointed zone manager of Zone 
5, to succeed M. J. Harrison, Arkansas, 
former commissioner. 





Clarence Osterberg, Minneapolis man- 
ager of North American Life & Cas- 
ualty, has completed six years as a 
member of the App-a-Week Club. 





sociation Jan. 31, provides a strong pro- 
gram. Two of those who are appear- 
ing at sales congresses at San Antonio, 
Houston and Dallas on successive days 
commencing Jan. 28, are on the Okla- 
homa program, they being Robert B. 
Coolidge, superintendent of agencies of 
Aetna Life, and Stanley E. Martin, gen- 
eral agent for State Mutual Life at Co- 
lumbus, O. The other speakers include 
Harry T. Wright, Equitable Society, 
Chicago, president National association; 
Francis G. Bray, general agent for 
New England Mutual at Houston and 
G. F. Ream, assistant superintendent of 
agencies of Mutual Benefit Life. Also 
there will be Tom Collins, professional 
after dinner speaker of Kansas City. 

A caravan from the Wichita associa- 
tion, headed by Elmer Moore, New 
York Life, past president, will attend 
the Oklahoma City sales congress to 
extend a personal invitation to those in 
attendance to attend the National asso- 
ciation mid-year meeting in Wichita. 

Harvey Kemp is chairman of the 
sales congress committee. 





St. Paul—A five weeks course in “sales 
technique” will be conducted, beginning 
Feb. 8. Each session will consider a 
separate phase of the interview. Speak- 
ers will be St. Paul men. 


Nashville, Tenn.—Gale F. Johnston, St. 
Louis, regional group manager Metro- 
politan Life, speaks Friday on “Life In- 
surance Selling—a Profession.” 


Pittsburgh — Paul Speicher, R. & R. 
Service, spoke on “Our Job in ’41.” L. C. 
Woods, Jr., of the Edward A. Woods 
Company, program committee chairman, 
outlined the schedule of meetings for 
the balance of the year. There were 
about 350 in attendance. 


Detroit—George H. Harris, public re- 
lations officer of Sun Life of Canada, 
spoke at the joint luncheon meeting of 
the Qualified Life Underwriters and the 
Chartered Life Underwriters Jan. 23. He 
was introduced by H. N. Phillips, mana- 
ger of group life and pension depart- 
ment of the Detroit branch of Sun Life, 
vice-president of the C.L.U. chapter, who 
was in charge of arrangements. Wil- 
liam Post, president of Q.L.U., presided. 
Mr. Harris is one of two surviving of 
the original four charter members of 
the Canadian C.L.U. chapter. 

The 1941 directory, a 48-page booklet 
which lists the members alphabetically 
and by companies, has gone to press. 
With 437 members listed, it shows 100 
more than any similar compilation in 
the past five years. 

New Castle, Pa.—A ladies night pro- 
gram was held Jan. 23. 

San Francisco— The directors have 
adopted a resolution granting to any 
member in good standing at the time 


of entering any branch of the military 
or naval service continuation of mem- 
bership so long as he remains in such 
service, until Jan. 1, 1942, without fur- 
ther payment of membership dues. 

Hastings, Neb.—John Laflin of Omaha, 
state president, was the guest speaker. 
Also attending from Omaha were Claude 
Clinton, state secretary; Russell Burris 
and Grant Johnson. 

New Orleans—The sales congress 
scheduled for Jan. 24 has been postponed 
until March, the exact date yet to be 
fixed. The change was necessitated by 
the inability of two speakers, who had 
already accepted, to attend. 

On that date, however, Dr. W. B. 
Bailey, economist of the Travelers, who 


was one of the scheduled speakers for 
the congress, will speak on “The Eternal 
Verities of Life Insurance.” 


Davenport, Ia.—Attorney Martin Mc- 
Carthy spoke on “Life Insurance and the 
Law.” 


Hartford—Clare B. Scott, cashier for 
Shepard & Co., general agents for 
Aetna Life, has been named treasurer, 
succeeding Newton Hawley who has 
left the life insurance business to be- 
come associated with National Fire. Mr. 


Scott is also treasurer of the Life 
Supervisors Association. 
Milwaukee—Bert Nelson, Northwest- 


ern Mutual, conducted a quiz program 
on “Information Please” lines. The 
“quiz kids” assisting were Vernon 
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SPECIFICATIONS FOR SUCCESS 


Prestige of the Company, complete co- 
operation, wide range of policy form, friend- 
liness to agents and to policyholders -— the 
success of Fidelity agents is furthered by all 


Licensed in thirty-six states, including New 
York and the New England states. Sixty-two 
years of operation. Assets $132,000,000. In- 
surance in force $370,000,000. Originator of 
Income for Life, Disability, and Accidental 


Training course. Field assistance. Super- 
vision. Pre-approach and lead services. 
Package and program selling plans. 
fied Life, Family Income, Family Mainte- 
nance, Regular and Modified “Income for 
Life,’ Disability Income, Term to 65, Juvenile, 
Standard and Substandard—in addition to all 
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Casey and William Pryor, Connecticut 
Mutual; Fred Easton, Northwestern Mu- 
tual; Jack Nussbaum, Massachusetts 
Mutual; William Kleinschmidt, Pruden- 
tial, and Edward Hoffmann, Equitable 
Life. 

John O. Todd, million dollar producer, 
Chicago, will speak Feb. 20 on ‘“Pro- 
gramming.” This meeting is sponsored 
by the Milwaukee C. L. U. chapter. The 
Milwaukee association will hold its sales 
congress March 20. 


Long Beach, Cal.—The southern Cali- 
fornia caravan of the Los Angeles asso- 
ciation, headed by Phinehas Prouty, Jr., 
Connecticut Mutual Life, held a meet- 
ing here with 160 in attendance. 

Speakers included Ron Stever, Equi- 
table Society; Phil Van Rolf and Homer 
Chaney, New England Mutual; Roy Ray 
Roberts, State Mutual, national trustee, 
and H. E. Belden, Union Central, presi- 
dent of the Los Angeles association. 

G. H. Page, California-Western States 
Life, president of the state association 
gave the charge to 37 new members. 


Indianapolis —G. Franklin Ream, as- 
sistant superintendent of agencies of 
Mutual Benefit Life, spoke on “The Fu- 
ture of the Life Insurance Business.” 
Eber M. Spence, who has been acting 
national committeeman since the death 
of Herbert A. Luckey, has been elected 
to that office for a three-year term. 


Chicago—F. L. McFarlane, Aetna Life 
agent in Cleveland, will speak Jan. 24 
on “What’s the Top.” Agents with con- 
sistent production records will be hon- 
ored by being seated at the speakers’ 
table. The leading team in membership 
work will be given recognition. Since 
the committee began work, 1383 new 
members have been reported secured in 
“loop” offices and 116 new members in 
outlying districts. The total member- 
ship is 2,204. L. G. Simon, New York, 
outstanding producer and lecturer on 
business insurance, will discuss that 
subject at a meeting Feb. 7 of the Chi- 
cago Life Insurance & Trust Council. 


Oklahoma City—The Tulsa association 
provided the program. Speakers in- 
cluded Victor Hale, Aetna Life, who 
stressed organizing daily work; Edward 
Allison, broker, who spoke of future de- 
velopments, and Paul Wallace, Equi- 
table Society, on “Elements of Success.” 

Lee Wandling, Equitable Society, 
Wichita, Kan., gave an urgent invita- 
tion for Oklahomans to attend the mid- 
year meeting of the National associa- 
tion in his city March 27-29. 


Kansas—President J. E. Conklin called 
a special meeting of the directors in 
Wichita with Lee Wandling, general 
chairman for the mid-year meeting of 
the N. A. L. U., and his committee chair- 
men to plan methods for promoting that 
meeting. 


Toledo, 0.—The association will spon- 
sor an advertisement in the Toledo 
“Sunday Times” Feb. 9, listing all mem- 
bers in good standing. 


Dodge City, Kan.— Attendance was 
100 percent at the charter meeting, when 
J. E. Conklin, president of the Kansas 
association, made the formal presenta- 
tion. Tentative plans were considered 
for organizing local associations at 
Hays and Great Bend. An “On to Wich- 
ita” committee was named. 

Wichita, Kan.—Wilbur Jones, trust 
officer Wheeler, Kelly Hagny Trust Co., 
spoke on “Trusts and Life Insurance,” 
emphasizing that life insurance is a 








Something New 
IN LIFE INSURANCE 


A Pure Protection . . . ordinary or 
whole life policy without cash values 


Our limited pay policies permit 
the withdrawal of cash values 


Without cancelling policy 
ie nae 


Without note, interest or reducing policy 
Many other new features 
that appeal to thinking people 


Commissions that will inferest any 
salesman. Previous experience not essential 


Interstate Reserve 
Life Insurance Company 


TEN EAST PEARSON STREET, CHICAGO 





“trust business” and asserting that “if 
he were a life underwriter today he 
would get into the field of business 
insurance trusts.” He explained the 
advantages to business firms in this 
type of life insurance and cited many 
personal experiences. H. W. Stanley, 
Equitable of Iowa, introduced Mr. Jones. 

St. Louis—The luncheon and_ sales 
training school which was scheduled for 
this week has been postponed as a re- 
sult of the illness of James E. Bragg, 
New York manager of the Guardian 
Life, the speaker. 

Newly elected directors named to fill 
vacancies are: C. M. Vaughan, general 
agent Equitable Life of Iowa; T. E. Mc- 
Cary, Jr., Penn Mutual Life; Albert 
Stix, Jr., Mutual Benefit Life and H. E. 
Scheppner, John Hancock Mutual Life. 

Northwest Texas—Dr. H. C. Pender, 
head of the department of government, 
Texas Technological College, Lubbock, 
spoke at a meeting in Amarillo on “Help 
America Maintain Its Independence.” 


Old Line Life Leaders Listed 


The Old Line Life of America has 
announced production leaders for 1940. 
F. W. DuBose & Associates, Milwau- 
kee, was the leading general agency, 
followed by N. G. Hartberg agency, 
Marinette, Wis., and A. C. Meyer 
agency, Antigo, Wis. Leading agents 
in both volume and production were 
H. R. Buckman of the Du Bose agency, 
Milwaukee, with John L. Fox, general 
agent at Fond du Lac, Wis., and Samuel 
Lasker, general agent at St. Paul, fol- 
lowing in order. Hon. Royal Meyer, 
Shawano, Wis., with the Meyer agency 
of Antigo, wrote the largest number of 
lives last year. 

For the second consecutive year, 
H. G. Sell, Oconomowoc, Wis., had the 
highest volume of premiums and the 
greatest number of applications in the 
accident and health division. 








John J. Moriarty, agency vice-presi- 
dent of American Mutual Life, addressed 
a meeting of the V. F. Provol agency 
of Chicago Monday morning. 
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Buffalo Chapter to Hold 
Regional Meeting April 17 


BUFFALO — The Buffalo C.L.U. 
chapter has launched a plan which has 
attracted the attention of the national 
organization and which may be put into 
practice throughout the country if the 
Buffalo venture is successful. 

It plans a regional meeting to bring 
together all C.L.U.’s in a particular 
area for round table discussions and 
educational panels. 











The idea was conceived by A. L. 
Beck, president of the Buffalo chapter, 
and is being engineered by M. S. Tabor, 
a member of the national council. The 
Buffalo regional meeting will be held 
April 17 in conjunction with a meeting 
of the Buffalo Life Underwriters Asso- 


ciation. 
C.L.U. members from Rochester, 
Jamestown, Erie and other points in 


western New York and northern Penn- 
sylvania will gather in the morning for 
panel discussions. This will be cli- 
maxed with a luncheon meeting with 
the Life Underwriters Association. 





Not Tax Avoidance Scheme 


INDIANAPOLIS—The use of life 
insurance to provide protection against 
estate depreciation is based upon meet- 
ing taxes promptly and without any 
element of tax avoidance, Milton Elrod, 
Jr., of the Research & Review, told the 
Indianapolis C. L. U. chapter at a 
luncheon meeting. 


Atlanta Chapter Elects 


The Atlanta C. L. U. chapter has 
elected new officers. W. J. Milner, Jr., 
Life of Virginia, is president; R. L. 
Foreman, Jr., Mutual Benefit Life, vice- 
president, and Emory L. Jenks, Pacific 
Mutual Life, secretary-treasurer 








Hear Ingersoll in Peoria 


A. S. Ingersoll, Mutual Benefit Life, 
Chicago, discussed “Estate Planning” 
before the Peoria, Ill, C. L. U. chapter, 
the general agents and managers group 
and those studying for C. L. U. desig- 
nation, at a dinner session. 

‘(C. T. Wardwell, general agent Con- 
necticut Mutual Life and president of 
the C. L. U. chapter, presided. 


List Ohio State Life Leaders 


J. C. McFarland, Cincinnati manager 
the Ohio State Life, has been chosen 
president of the President’s Club, and 
Alfred Guay, Los Angeles general 
agent, secretary. Sam Cytron, St. Louis, 
is president of the Honor Club and E. S. 
Spear, Gallipolis, O., secretary. They 
were the company’s leading writers in 
1940. Pittsburgh was the leading agency 
for the year, followed by Cleveland, 
Columbus, Akron and Marion. 

The annual agency convention of the 
Ohio State Life will be held at White 
Sulphur Springs July 28-30. 


W. Biddle Combs, Oregon general 
agent of Northwestern National Life, 
has been called to service in the navy. 
Mr. Comb has been a naval reserve of- 
ficer for a number of years. He is to 
be master of the U. S. S. “Polaris,” a 
converted yacht formerly belonging to 
John Barrymore. 
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Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 


Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
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In its quarter century of 
experience Provident 
Life has steadily in- 
creased its capacity and 
enlarged its facilities to 
serve its clients through- 
out the Northwest. 

Its sound growth and 
financial stability have 
not been retarded by 
wars, epidemics or 
panics occurring dur- 
ing these twenty-five 
years of progress. 

With its traditional 
record of close relation- 
ship accorded both pol- 
icyholders and repre- 
sentatives, Provident 
Life invites your inquiry. 


PROVIDENT LIFE INSURANCE CO. 
BISMARCK, NORTH DAKOTA 
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Williams New Head 
of Wisconsin Group 


N. J. Williams, president Equitable 
Reserve, was elected president of the 
Wisconsin Fraternal Congress at the 
annual meeting held in Milwaukee. He 
has been vice-president, and succeeds 
uae: Michalski, secretary Polish Asso- 
ciation of America. Other new officers 
re: 
: Vice-president, D. W. MacMeekin, 
Modern Woodmen; secretary-treasurer, 
G. A .Comstock, Equitable Reserve; di- 
rectors, Mrs. Ella Rexwinkel, Royal 
Neighbors; S. A. Oscar, National Mu- 
tual Benefit; J. G. Grundle, Catholic 
Family Protective; W. H. Zuehlke, Aid 
Association for Lutherans; Delegate to 
National Fraternal Congress meeting, 
J. M. Callahan, Catholic Knights of 
Wisconsin; Alternate, J. P. Michalski. 
The next meeting is to be held in 
June, the location is to be selected by 
the executive committee. 


Adams’ Pointed Comment 


H. W. Adams, Beloit, Wis., director 
National Mutual Benefit, spoke on “The 
Present Status of the Fraternal Benefit 
System,” noting the two opposing 
schools of thought he claimed still exist 
among societies represented in the Na- 


tional Fraternal Congress. He termed 
these the conservative and _ liberal 
schools. 


The conservatives, Mr. Adams said, 
fear the fraternal societies will be sub- 
ject to taxation if they call a policy 
by that name, and a premium payment 
by the same name that commercial com- 
panies use instead of certificate and as- 
sessment. He cited many other points 
of difference between the two schools 
of thought which he considered unnec- 
essary because the fears of the con- 
servatives are groundless. 


Called Much Ado About Nothing 


So long as fraternals are without cap- 
ital stock, are carried on for the benefit 
of members, are operated not for profit, 
have a lodge system with ritualistic 
work and maintain a representative form 
of government they will continue to be 
fraternal benefit societies and be en- 
titled to privileges and exemptions 
granted to fraternals, he said. Mr. 
Adams stressed the necessity of having 
these and other differences ironed out so 
the societies’ executives could devote 
their efforts to more important ques- 
tions. 

_W. H. Zuehlke, treasurer Aid Asso- 
ciation for Lutherans, Appleton, led a 
discussion on military service and fra- 
ternal insurance. F. J. Stepanek, West- 
ern Bohemian, Cedar Rapids, Ia., talked 
on lodge activities. N. J. Williams led 
a discussion on juvenile membership 
and its benefits. J. G. Grundle talked 
on public relations of fraternal societies. 
He suggested reviewing the old N. F. C. 
project for a nationwide publicity cam- 
paign. It was also suggested the Wis- 
consin group might organize a volun- 
tary advertising campaign confined to 
i if the N. F. C. is not inter- 
ested. 








The agency and claim departments of 
the State Farm companies have acquired 
additional office space in the City Na- 
tional Bank building, Omaha. The area 
serviced by the Omaha claim division 
Covers part of eastern Nebraska and 
Western Towa, and is under the super- 
Vision of W. W. Gibson. 





THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1898 
4 Legal Reserve Fraternal Benefit Society 
Bina West Miller Grances D. Partridge 
Supreme Supreme Secretary 








Port Huron, Michigan 


Fraternal Week for 
1941 Is Scheduled 


National Fraternal Life Insurance 
Week will be staged May 5-10. An ac- 
tive campaign is ‘being planned and 
complete promotional material will be 
available early next month. In order to 
coordinate the activity a special adver- 
tising material committee has been 
named by A. O. Benz, Aid Association 
for Lutherans, president of the National 
Fraternal Congress, headed by E. W. 
Thompson, Maccabees, assisted by O. 
E. Aleshire, Modern Woodmen; Nor- 
ton J. Williams, Equitable Reserve; 
Thomas R. Heaney, Catholic Order of 
Foresters; and Farrar Newberry, Wood- 
men of the World, Omaha. Plans have 
been approved and samples are now be- 
ing printed. 

Those interested in securing promo- 
tional material can get samples by writ- 
ing National Fraternal Week, Room 
230, 440 South Dearborn street, Chicago. 





Lutheran Brotherhood Has 
Higher Annuity Rates 


Lutheran Brotherhood has announced 
new annuity rates effective immediately. 
The considerations are based on 3 per- 
cent interest assumption. The annual 
premium deferred annuities may be is- 
sued to provide an income after ma- 
turity annually, semi-annually, quarterly 
or monthly, where previously the in- 
come was placed generally only on the 
monthly basis, although other plans 
were available if desired. The addi- 
tional privileges now are incorporated 
in the contracts. 

The new rates apply to single pre- 
mium immediate, refund and life an- 
nuities and also to annual premium 
deferred annuities. The annuity con- 
tracts have been revised and the word- 
ing clarified, but without basic changes. 
Illustrative rates under the new an- 
nuity scale are: 


Ann. Premium 
Age Ann. Payment* 
at (Per M of Res.) 


Single Premium 
$100 Annual Pyt.* 


Mat. Refund Lif Life Refund 
20 ...$37.64 $38.21 $2,743.42 2,791.92 
25 ... 39.15 39.91 2,626.1 2,686.03 
30 . 40.96 42.03 2,492.56 2,568.99 
35 - 43.15 44.68 2,343.24 2,441.35 
40 - 45.77 47.97 2,179.75 2,303.90 
45 48.95 52.10 2,003.44 2,157.79 
50 52.81 57.33 1,816.09 2,003.88 
55 . 57.53 64.02 1,620.44 1,844.20 
60 - 63.35 72.65 1,420.19 1,680.30 
65 - 70.55 83.91 1,219.87 1,514.76 
T ..« TS 98.75 1,024.60 1,350.47 
75 ... 90.92 118.49 839.62 1,189.69 
80 ...105.24 144.91 669.75 1,036.42 
85 ...123.72 180.42 518.80 892.28 


*Male-female takes payment for five 
years younger. 


Maccabees 1940 Production 
Goes Over the Top 


Maccabees total production in 1940 
was $42,763,296 of new business, or 
$2,345,277, 5.8 percent, more than in 
1939, it was reported by J. E. Little, 
field director and actuary. The Decem- 
ber volume was $3,397,811. Maccabees 
business volume has been increasing 
steadily each year. 

In the sickness and accident depart- 











PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Gross Assets ............ $ 33,716,675.00 
Protection in force........ 106,83 1 483.00 
Total Membership ........ 134,166 


Organized into 2,678 groves in 44 states 
Benefits paid in 1939 to members and 


beneficiaries ............ $1,767,420.41 
Dora Alexander Talley, National President 
Mamie E. Long, Nati Secretary 


Home Office, Omaha, Nebraska 











ment there was a $2,000,000 increase, 
total production being $6,021,875. The 
society had almost a $2,000,000 increase 
in 1939 as well. November production 
was $766,875. October, $645,125. There 
were three months each with more 
than $600,000 business, one over $500,000 
and seven with over $400,000 each. 


Workmen’s Benefit Issues 
$1,000 Straight Life Policy 


Workmen’s Benefit Fund of New 
York, which is primarily a health in- 
surance society, is now entering the life 
insurance field with a $1,000 non-partici- 
pating straight life policy without cash 
value but with premium loan provisions 
after three years. Premiums advanced 
under the loan may be repaid at 4 per- 
cent interest. Workmen's Benefit will 
issue the policy only in $1,000 denomi- 
nations and with a limit of one policy 
to a person. 

Quarterly assessments are: Age 16, 
$3.14; 20, $3.49; 25, $4.02; 30, $4.51; 35, 
$5.15; 40, $6.26; 45, $7.74; 50, $9.70, and 
54, $11.74. 





es 


Bertram Succeeds Baum 


W. C. Baum, West Allis, Wis., gen- 
eral agent Aid Association for Luther- 
ans, has resigned after 19 years’ service 
in that capacity. Before becoming 
general agent he was for four years an 
associate there. E. E. Bertram, Mil- 
waukee, was appointed his successor. 
Mr. Bertram has been a full time rep- 
resentative of Aid Association since 
1922. Mr. Baum was given a farewell 
dinner by his staff and members of the 
H. W. R. Albrecht agency, with Presi- 
dent A. O. Benz of Aid Association giv- 
ing the principal talk. Mr. Baum will 
spend his time improving his health. 


North Star General Agents Meet 


MOLINE, ILL.—Prizes to the ten 
leading personal producers and the ten 
leading general agencies of North Star 





Benefit Association for 1941 will be 
awarded at the end of the year, it was 
announced at the all dav general agents 
conference held at the home office. 
Those in attendance were greeted by 
O. R. Christofferson, chief recorder- 
treasurer. Frank L. Swanstrom, presi- 
dent, spoke on “The Foundation We 
Laid for You to Build Upon”; Ira F. 
Nelson, superintendent of agents, out- 
lined “As I See Things,” and Vaughn 
V. Moore, field manager, discussed 
“Plans for 1941.” Various office man- 
agers also participated on the program. 








Agent Heads Ia. Insurance Unit 


DES MOINES—Carroll Johnson of 
Knoxville, a local agent, was named 
chairman of the insurance committee of 
the Iowa house. 


Penner Insured for $360,000 
PHILADELPHIA—-Joe Penner, 


stage, movie and radio comedian, car- 
ried $360,000 of life insurance at the 
time of his death here, Coroner C. H. 
Hersch disclosed. Death was due to 
a heart attack, the coroner announced, 
adding that the reason for the desire 
to have the cause of death settled as 
quickly as possible was the amount of 
insurance involved. He said that there 
had been a suggestion that death might 
have been due to an overdose of sleep- 
ing powders but the chemist found no 
trace of a foreign substance. Apparently 
at least part of the insurance was pur- 
chased within the last year or so, other- 
wise the exact cause of death would 
have been of no importance. 


C. L. Coyner Opens Office 

C. Ek. Coyner, who retired Jan. 1 as 
manager for Mutual Life of New York 
in Chicago, in charge of the northern 
Illinois field outside of Chicago, has 
now established an office at 4753 Broad- 
way. He is representing Mutual Life 
and will also do a general brokerage 
business. 
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Holp Wanted 


TO INSURE THE MEN, WOMEN, AND 
CHILDREN OF AMERICA 
IN 
AN AMERICAN INSTITUTION 
OVER 50 YEARS OLD 
ASSETS NEARLY $12,000,000.00 
CLAIMS PAID $124,500,000.00 


Attractive Contracts for Responsible Representatives 
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Who Paid Premiums 


Fixes Tax Status 


(CONTINUED FROM PAGE 1) 





wherewith the insurance was acquired 
may have been paid by a person other 
than the decedent.” The regulations go 
on to state that “if the decedent pro- 
cured insurance in favor of another per- 
son or corporation as collateral security 
for a loan or other accommodation the 
insurance is considered to be receivable 
for the benefit of the estate. The amount 
of the loan outstanding at decedent’s 
death will be deductible in determining 
the net estate and the interest thereon 
will be deductible. . . .” 
Jan. 10 the Dividing Point 

As far as insurance receivable by 
beneficiaries other than the estate and 
in excess of an aggregate amount of 
$40,000, Jan. 10, 1941, the effective date 
of the regulations (Treasury decision 
5032) is made the dividing point. To 
the extent that the insurance was 
“taken out by” the decedent on his own 
life after Jan. 10, 1941, the insurance 
must be included in the gross estate. 
This means from that date onward in- 
surance purchased or in force is regarded 
as having been “taken out” by the de- 
cedent in the ratio that premiums paid 
by him after that date bear to all the 
premiums paid on the policy after that 
date. 

To the extent that the insurance was 
“taken out,” that is to the extent that 
premiums were paid for, by the de- 
cedent on his own life on or before Jan. 
10, 1941, “and with respect to which 
the decedent possessed any of the legal 
incidents of ownership at any time after 
such date or, in the case of a decedent 
dying on or before such date, at the 
time of his death,” the insurance would 
have to be included in the general es- 
tate. 


Reason for Distinction 


Presumably the reason for distinguish- 
ing between the status of insurance 
“taken out” on or before Jan. 10, 1941, 
and that “taken out” after that date 
is to exclude the possibility of subject- 
ing insurance to tax where the insured, 
in compliance with the old regulations, 
had either divested himself of all inci- 
dents of ownership or had had the bene- 
ficiary apply for the insurance. Thus, 
under the new Treasury decision insur- 
ance payable to a named _ beneficiary 
would not be taxable even though the 
decedent had paid all the premiums him- 
self (which would make it includible 
under the new definition) provided he 
had retained no incidents of ownership. 

Legal incidents of ownership in the 
policy, according to the Treasury defini- 
tion, include “the right of the insured 
or his estate to its economic benefits, 
the power to change the beneficiary, to 
surrender or cancel the policy, to as- 
sign it, to revoke an assignment, to 
pledge it for a loan, or to obtain from 
the insurer a loan against the surrender 
value of the policy, etc.” A reversionary 
interest constitutes a legal incident of 
ownership, the definition points out, stat- 
ing that “the insured possesses a legal 
incident of ownership if his death is 
necessary to terminate his interest in 
the insurance, as for example if the 
proceeds would become payable to his 
estate or payable as he might direct, 
should the beneficiaries predecease 
him.” 


Example Is Given 


Treasury decision 5032 shows the 
working of the new regulation by an 
example of insurance on the life of a 
decedent who died after the date of 
Treasury decision 5032 with a total in- 
surance of $200,000, the insurance being 
payable to his son as beneficiary. The 
decedent never possessed any of the 
legal incidents of ownership. Premiums 
aggregating $100,000 were paid for the 
insurance, of which the decedent paid 
$50,000 before the date of Treasury de- 
cision 5032 and $30,000 after that date. 
The remaining premium of $20,000 was 
paid by the son. 


The extent to which the insurance 
was taken out by the decedent after 
the date of the Treasury decision is the 
proportion of $200,000 that the amount 
of the premiums paid by him after such 
date ($30,000) bears to the total amount 
of the premiums paid for the insurance, 
$100,000. This proportion is three- 
tenths of $200,000 or $60,000. As the de- 
cedent possessed none of the legal inci- 
dents of ownership at any time after 
the date of the Treasury decision, $100,- 
000 of the insurance, the extent to which 
it was “taken out” by the decedent be- 
fore Jan. 10, 1941, one-half of $200,000 
is excluded from the gross estate. The 
‘amount of $40,000, the extent to which 
the insurance was not taken out by the 
decedent (one-fifth of $200,000) is also 
excluded from the gross estate. The 
amount of the insurance taken out by 
the decedent after the date of the Treas- 
ury decision, $60,000, is reduced by the 
$40,000 special insurance exemption, 
leaving the amount of insurance to be 
included in the gross estate at $20,000. 

A tax expert has called attention to 
seven new trends in connection with 
taxes: 

1. Higher rates and lower exemp- 
tions, 

2. Decisions to the effect that a re- 
versionary interest makes the insurance 
includible in the gross estate. 

3. The Bailey cases, which apparently 
prompted Treasury decision 5032. The 
second Bailey decision was the one 
stressing the importance of who paid the 
premium. 

4. The trend in income tax decisions, 
such as the Winslow case, holding that 
guaranteed payments under optional 
settlements are exempt from income 
tax if selected by the insured. 

5. The Treasury ruling on maturing 
endowments to the effect that if pro- 
ceeds are payable in income _install- 
ments they will be taxed as an annuity 
and the “profit” at maturity will not be 
taxed. 

6. Liberalized rulings on pension 
trusts indicating a more liberal attitude 
toward bona fide setups of this type. 

7. The possibility indicated in re- 
cent decisions that joint and survivor 
annuities will be free of estate tax on 
the death of the first decedent. 


John N. Russell, Veteran 
in Life Insurance, Dies 


(CONTINUED FROM PAGE 3) 


ciation, he was also one of its early 
presidents. He organized the Los An- 
geles Life Managers Club and was its 
president for two terms. Later he be- 
came director of the American College 
of Life Underwriters and assisted in 
developing its program of life insurance 
education. 

Born in Boonville, Mo., in 1864, Mr. 
Russell went to Texas as a youth. He 
entered the general insurance business 
in 1883. From 1889 to 1894 he served 
as secretary of the Bankers Alliance 
Life. In 1895 he organized the Guardian 
Life in Denver, serving as its secretary 
until 1902, when the company was con- 
solidated with the Conservative Life, at 
which time he moved to California and 
became superintendent of agencies for 
the combined organization. Upon the 
merger of the Conservative Life with 
Pacific Mutual in 1906 he was elected 
secretary and director, and in 1907 as- 
sumed the management of the home 
office agency in Los Angeles. 

Mr. Russell was responsible for many 
forward-looking activities in life insur- 
ance, including the recognition of the 
increasing importance that women oc- 
cupy in business affairs. He was the 
first general agent to create a women’s 
unit. Although Mr. Russell retired from 
active agency management in 1931, he 
continued to serve the company in an 
advisory capacity the past 10 years. 

Mr. Russell is survived by the widow 


and one son, John Henry Russell, for- 
mer Pacific Mutual home office general 
agent. 

The funeral was held Tuesday, with 
interment in Forest Lawn Memorial 


NEW YORK 


FORM N. Y. CHORAL SOCIETY 


Insurance people of musical talent are 
invited to join the Insurance Choral So- 
ciety, now being formed in New York 
by employes in insurance offices of all 
types. The initial meetiry was held in 
the John Street Church Tuesda~ eve- 
ning, at which plans for a membership 
drive were agreed upon. 











ELEVATOR STRIKE HITS AGENCIES 

An elevator operators’ strike in the 
Transportation building, New York 
City, which lasted from 12:45 p. m. to 
6 p. m. Friday affected many life in- 
surance general agencies for the build- 
ing houses more life offices than any in 
the city. Those in their offices when 
the strike was called had the choice of 
remaining until the strike was settled 
or walking downstairs and then up again. 
Many were out to lunch and faced a 
long climb on their return. Many of- 
fices closed for the rest of the day. 

The most fortunately situated was 
the C. B. Knight agency of the Union 
Central Life, on the fourth and fifth 
floors. The Harry Gardiner agency of 
the John Hancock Mutual, however, is 
on the 22nd floor, the highest life office. 
Even the Gardiner agency, however, 
was luckier than some tenants, for the 
building is 45 stories high. 

Girls of the Gerald Young agency of 
the State Mutual Life, 20th floor, drew 
lots to see who would walk down and 
get sandwiches for the group. Those 
selected were Mary Wylie and Peggy 
Crotty. By the time they had walked 
downstairs, bought the sandwiches and 
returned they were too tired to eat. 


LEVINE JOINS HERSCH 


Henry Levine has been made associ- 
ate manager of the David T. Hersch 
agency of the Security Mutual Life in 
New York City. Mr. Levine entered 
the life insurance business in 1925 after 
attending City College, St. Lawrence 
University and Brooklyn Law School. 
He became assistant manager of the 
former Karsch agency of the Equitable 
Society in 1931, managing a successful 
unit in addition to maintaining a stb- 
stantial personal production. After leav- 
ing the Equitable he did similar work 
for the Continental American and the 
Home Life of New York. 


HOEY & ELLISON AHEAD 


The Hoey & Ellison general agency 
of the Bankers Life of Iowa in New 
York City finished the year with a sub- 
stantial increase in business and gained. 
fifth place among the Equitable’s agen- 
cies for the year. The agency stood in 








second place for December. Eight fy 
time representatives have qualified fo; 
the convention to be held at Banff ip 
July. 


MIDTOWN MANAGERS’ COMMITTEES 
Timothy W. Foley, president Mid- 
town Managers Association, has ap. 
pointed his committees, the chairmen 
being: membership, Isadore Fried, New 
England Mutual Life; golf, Phillip 
Holmes, Connecticut General; speakers, 
Manuel Camps, John Hancock. 

The next meeting will be Feb. 20, 
Speakers for the year will be men out. 
side of the life insurance business. 

N. Y. U. PSYCHOLOGY COURSE 

New York University’s course in the 
psychology of life insurance salesmanship 
will open Feb. 7 under the direction of 
J. E. Bragg, manager Guardian Life of 
New York, New York City. The course 
will be given Fridays from 8 to 9:45 
p. m. The fee for the course will be 
$25. 


1. 





Trust Expert Pittsburgh Speaker 


Charles E. Young, specialist in estate 
and trust work, an attorney and former 
trust officer, spoke at the meeting of 
the Pittsburgh C. L. U. chapter. 


England Leads Volunteer State 


J. M. England, Dallas general agent 
northeast Texas for the Volunteer State 
Life, led the entire company for pro- 
duction in 1940. A dinner was tendered 
Mr. England and his agency in Dallas 
pd A. H. Blanton, agency vice-presi- 
ent. 
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The Boston Mutual 
LIFE INSURANCE CO. 


is an old New England company 
of high character and standing. 
It is known for its conservative 
management and strength. It 
has just completed its fortieth 
year as a legal reserve company. 


) 
JAY R. BENTON, President 
EDWARD C. MANSFIELD, 
Secretary -Treasurer 
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ACCIDENT, HEALTH 
AND HOSPITALIZATION 


For a well-rounded program of protection backed by the 
prestige of one of America’s oldest life insurance companies 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
201 FIFTH AVENUE, NEW YORK, N. Y. 
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LIFE INSURANCE EDITION 









Sales Ideas and Suggestions 








Public's Questions to Life 
Institute Are Answered 





The agency forces are the greatest 
public relations influence in the life in- 
surance institution, H. J. Johnson, presi- 
dent Institute of Life Insurance, de- 
clared in a talk at the first Saturday 
Forum conducted by the Chicago Asso- 
ciation of Life Underwriters. The con- 
tacts which the agents make far out- 
number those which it is possible for the 
institute to make, he said. 

Mr. Johnson outlined a few of the 
many questions which the public is di- 
recting to the institute. He said 44 per- 
cent of all the letters ask questions 
about what to do with the distribution 
of life insurance; 34 percent of the 
people who write say they are thinking 
of buying more life insurance and ask 
what type of contract they should buy. 
He said 78 percent of the letters have 
to do with the service of the agent. 
Mr. Johnson deduces either the writer 
does not have any agent, or has lost 
track of him, or is trying to check up 
on his agent. 

There are very few questions relating 
to inflation. A question that pops up 
frequently is the matter of 6 percent in- 
terest on policy loans. Many policy- 
holders seem to think they should pay 
only 5 percent or even 4 percent in view 
of the low interest level on money 
today. 

“I am convinced of one thing,” he 
said, “the agency force has a tremen- 
dous job to do. In the final analysis 
the public’s attitude will be determined 
by what the agents do in the field.” He 
estimated that with 3,000 agents in Chi- 
cago they would have 4,500,000 public 
relations contacts each year. The point, 
he said, is what kind of contacts are 
these? what kind of an impression is 
made? 

Mr. Johnson went on to tell some of 
the questions received’ from life agents. 
One that occurs frequently relates to 
beneficiaries in trust agreements in life 
contracts. Mr. Johnson said it is not 
wise to go too far in this direction as 
the life insurance policy is mainly a con- 
tractual relationship and the companies 





Graeme Smith Writes Over 
Million in Last Year 





Graeme H. Smith, veteran agent of 

Mutual Life of New York in Chicago, 
produced about $1,2000,000 of paid busi- 
ness in 1940, Manager Gifford T. Ver- 
million announced. Of this total, $674,- 
000 was in Mutual Life and the remain- 
der in surplus lines placed in other com- 
panies. The total includes only life in- 
surance. Mr. Smith also paid for $40,- 
000 of retirement income (annual pre- 
mium deferred annuity). 
_He has paid for $1,000,000 several 
times during the 15 years he has been 
connected with the agency—formerly 
under Manager H. C. Hintzpeter, but 
never has certified his record to the 
chairman of the Million Dollar Round 
Table. On his record, he could now be 
a life member of the round table. 





James J. Harrison, Arkansas manager 
of the Union Central Life, a personal 
and political friend of Governor- Adkins, 
1s named in. semi-official. reports as a 
probable appointee to the United States 
Senate seat to be vacated when Senator 
John E. Miller is named judge of the 
western Arkansas district. The appoint- 
ment will be for about two years. 





do not wish to overstep the bounds into 
the province of trust companies. 

W. D. Kennedy, account executive 
J. Walter Thompson Company, which is 
handling the advertising and publicity 
for the institute, a former assistant dean 
of Harvard school of business adminis- 
tration, was introduced. He explained 
some of the institute’s projects such as 
Mr. Johnson’s weekly column, “Hind- 
sight and Foresight,’ which he said, 
was calculated to assist agents, influence 
the public and make friends among the 
newspapers and editors. There have 
been 1,400,000 reprints of the column 
distributed to agents who requested 
them. 

He read letters from the public, some, 
he said, showing the writer’s confidence 
has been shaken in life insurance by so- 
called counsellors. One writer asked if 
President Roosevelt could take over the 
life insurance companies before they 
were aware of it such as he did in 
sending the 50 destroyers to England 
without the consent of Congress. 

Mr. Johnson conducted a question 
and answer period, answering first, this 
question as to the fear the government 
might take over life insurance. 

“I don’t believe the government will 
take over the institution,” he said. 
“There may be individuals in Washing- 
ton who would like to get their hands 
on it, but they are not worrying me. 
They should kill the goose that lays 
the golden egg.” 


Institute Not a Prosecutor 


Another question was whether the in- 
titute should prosecute insurance firms 
advertising improperly by radio. Mr. 
Johnson said that he did not propose 
that the institute become a prosecutor. 
Much of the trouble with so-called coun- 
sellors would not have arisen he said, 
if the agents and companies had done 
a really good job. The institute is not 
a punitive organization, he commented; 
only a preventive means. 

The possibility of government control 
and supervision of insurance, he said in 
answer to a question, is a matter of the 
future. When it arises it will become a 
definite part of the whole institute pro- 
gram and then the institute will have to 
participate because of the public inter- 
est. 

The possibility of inflation was taken 
up. Mr. Johnson said he was not 
enough of a medium to foretell the ulti- 
mate results of political and social econ- 
omy; but he was an optimist, and, 
“Honestlv, the circumstances make it as 
reasonable to assume there will not be 
inflation as that there will be. If infla- 
tion comes, it could only De one of two 
kinds—of short duration or devastating. 
If it is short, there will be a period of 
good prices. If it is the other type. 
everything will go to pieces and life 
insurance will be as good as anything 
you can hedge with.” 


He noted the extra value of the 
“utility dollar.” This is twice as valu- 
able as one that is not needed. He 


pointed out that if a man does not now 
need life insurance he can put it away 
and wait until he does need it or until 
the. life- insurance dollar is. worth more. 

An agent asked as to the companies 
buying defense bonds. “Mr. Johnson 
said that if this country gets into war, 
the companies obviously will. have to 
buy a certain amount of defense ‘bonds. 
This would be the only patriotic thing 
to do. But he does not believe the gov- 
ernment is a bit interested in making 


the companies convert all of their pres- 
ent holdings into government bonds. 
This is not physically possible, Mr. 
Johnson said. 

The next question related to social 
security and its possible expansion. 

“Social security will be extended, I 
believe,” Mr. Johnson concluded, “to 
serve more people than those to whom 
it is now available, but we will still 
look to life insurance so long as we 
keep alive the philosophy of being re- 
sponsible for our own security. Other- 
wise there would be no answer but for 
the government to take over the func- 
tion. There is no stopping an extension 
of social security.” 

He was asked if he feels life insur- 
ance is an essential industry. 

“This is right down my alley,” he 
said. “Any nation must have good 
morale to prepare and fight a war, and 

know nothing better as a morale 
builder than a sense among the soldiers 
of having good protection for their folks 
at home—a reasonable degree of secur- 
ity, which is what life insurance gives. 
If we have a war economy, life insur- 
ance will have to serve as a central 
source for the collection of funds to 
turn over as a part of the whole war 
economy. Any agent should remain in 
his job until his conscience or govern- 
ment tells him to put on a uniform.” 

A question as to the propriety of 
taking advantage of ambiguous phrase- 
ology of the soldiers’ and sailors’ civil 


relief act to place life insurance in force 
on a monthly basis so the draftee need 
pay only one or two premiums when the 
act would function to keep his policy 
in force without further premium pay- 
ments until he returns to civil life, drew 
fire from Mr. Johnson. The act refers 
to a full premium, he said, which he 
feels means a reasonable premium. He 
believes that it is reprehensible to make 
a drive on the boys by shady methods 
through collecting only a monthly pre- 
mium and taking advantage of a pecu- 
liarity of the act which was intended to 
help and not to harm. Most companies 
will not countenance such practices and 
will reject such applications, he said. 


Houze, Wright on Program 


G. L. Grimm, chairman education 
committee, opened the session. W. M. 
Houze, Chicago association president, 
and H. T. Wright, National association 
president, extended greetings. George 
Rogers, attorney, Tenney, Harding, 
Sherman & Rogers, Chicago, will ad- 
dress the forum’s Jan. 25 meeting on 
“Conservation of Smaller Estates,” and 
Louis Behr, Equitable Society, will lead 
a session on answering objections, with 


W. E. North, New York Life; Merrill 


McNamee, Equitable Societv; Gerlad 
Oppenheim, Metropolitan; Oliver John- 
son, Mutual Benefit; W. N. Hiller, 


Penn Mutual and R. C. Whitney, Con- 
necticut Mutual, participating. 








Agents Need Constant Flow 
of New Sales Ideas 


KANSAS CITY — Salesmen need 
new ideas, just as an automobile must 
constantly receive a steady flow of 
gasoline to the carburetor, Hugh S. 
Bell, Seattle general agent Equitable 
Life of Iowa, declared before the Kan- 
sas City General Agents & Managers 
Association. 

“The general agent should be the 
best read and best informed man in 
the organization. It is his job. It is 
part of his business continually to feed 
the minds of his men with material 
which he gives them through training 
courses, through books and _ printed 
literature, through agency meetings, 
through agency bulletins and in per- 
sonal conferences. These ideas which 
he imparts must be not only educa- 
tional, but inspirational as well. He 
must inspire action and set an example 
of hard work,” Mr. Bell said. 

In pointing out methods of supplying 
the “gas” of ideas, Mr. Bell said agents 
should be encouraged to read. “Get 
them to review articles before agency 
meetings. Be sure that out-of-town 
men get mail every day!” 

Meetings should be brief, interesting 
and alive. Mr. Bell holds meetings 
every morning 8:30 to 8:45, and has 
found them very successful. 
should be planned definitely. When the 
general agent is away leaders should 
be appointed, and, many times when he 
is present, men should be put on the 
program. The test of any meeting is, 
“How would I like to sit in on it my- 
self?” 

Contests should be simple, not too 
long, be designed so any man can win, 
include work and production both, to 
determine winner, and have interesting 
prizes, not just prizes. While the one- 
a-week club is not a contest in the usual 
sense, it is very important, and has been 
the backbone of the Bell agency. 

The manager must continually watch 
for new sales ideas, sales talks and sales 
techniques. s 


Meetings - 


The working routine and procedure 
should be definite. Individual “plan 
and result books” are taken up with 
agents each Monday morning, the 
results recorded by the agency secretary 
after which Mr. Bell receives them and 

















HUGH SS. BELL 


looks them over. With a red pencil he 
makes notations as to both good and 
bad features of the previous week’s 
work. Unusually good cases are publi- 
cized through bulletins and at meetings. 
Where a marni’s record is bad, Mr. Bell 
talks with him personally. At the end 
of each quarter the value of each call, 
interview and each new name is figured. 
The fact that each fundamental unit of 
performance has a definite money value 
is stressed. 

Mr. Bell does a great deal of joint 
work with his men, not only selling 
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policies but also watching them sell. 
Thus he keeps familiarized with a man’s 
prospecting system and with the class 
of persons he is meeting. “There is 
nothing that will take the place of 
coaching on the job, and no general 
agent really knows his men if he is not 
out on the streets with them,” he de- 
clared. 

There are “Four Keys to Success,” 
Mr. Bell said in talking to Kansas City 
Life Underwriters Association. 

First is the iron key of hard work. 
It isn’t easy to work hard in life insur- 
ance, Mr. Bell has found. It takes a 
lot of thinking and planning. The 
underwriter may become a loafer, of 
which there are three sorts: the tech- 
nician, who spends so much time on 
technical sidelines he doesn’t have time 
to sell; the competition hound, who 
never gets under way until rumor gets 
around that someone’s going to buy a 
big bunch of insurance, and the plain, 
ordinary loafer. 

Work is fun if the agent makes a 
game of it. “Keep score on calls and 
interviews — other businesses do _ it. 
Planning is the most important phase 
of making work easy.” Two men in 
Mr. Bell’s office have a motto: “Plan 
and Scram.” 


Study Half Hour a Day 


Second is the steel key of better 
salesmanship. Any life underwriter 
who spends half an hour a day studying 
for a year will be the best informed 
insurance salesman in his town, Mr. 
Bell asserted. 

Two social security approaches have 
been found successful by Mr. Bell and 
his agents. (1) “For the first time the 
U. S. government has put a money 
value on a baby’s life. If you die, Mrs. 
Prospect will get $30 a month until 
voung Junior is 18, or for blank years. 
He gets $20 a month. That’s $50, or a 
total of blank dollars for the period till 
he’s 18. But it isn’t any good if Junior 
dies.” And he goes into a juvenile 
policy. (2) Get the social security age 
certification for the prospect. 

Third is the silver key of prospecting. 

Life insurance men aren’t lazy. 
they’re just out of prospects, Mr. Bell 
commented. He follows the rule of 
“the night before and the man next 
door.” 

Fourth is the golden key of positive 
mental attitude. “Avoid talking to 
pessimists,” Mr. Bell advised. “You'd 
better get the ‘flu’ or smallpox; they 
don’t put you out of commission for 
as long a spell. Don’t read newspaper 
columnists; they’re paid for writing 
them, and their columns have to be 
sensational. Cultivate optimists; read 
good books and insurance magazines. 
Talk to men who have gotten to the 


ACCIDENT 


First Day Health Cover 
Withdrawn by Aetna Life 


Aetna Life has now withdrawn from 
all states its general health policy, 
providing first day coverage, for new 
risks. The policy will be renewed but 
it is not available to new risks. In 
1933, the general health policy was 
withdrawn bv Aetna Life from 29 
states. Now it has been taken off the 
market altogether for new risks. The 
other health policies of Aetna Life con- 
tain a two week waiting period except 
the sickness expense coverage, which is 
a hospitalization contract. 


Pacific Mutual “Non-Can” 
Insured Lose First Round 


LOS ANGELES—Superior Judge 
Vickers, after almost a week of trial, 
ruled against the “non-can” policyhold- 
ers of the old Pacific Mutual Life who 
composed Group 1 in the litigation filed 
last October, and vacated the sums al- 
lowed by the liquidator of the old com- 














pany, thereby sustaining Commissioner 
Caminetti. 

In group 1, totaling 15, out of 
more than 200 involved, were those who 
neither accepted nor rejected the re- 
habilitation agreement approved in De- 
cember, 1936. Because of this failure 
to elect either way, under the rehabili- 
tation they automatically were classed 
as having accepted it, and thereby be- 
came policyholders of the new com- 
pany. They then did not pay their 
premiums and by the terms of the 
agreement their policies lapsed Feb. 20, 
1937. 


Security Mutual Hospital Rates 


The new hospital expense contract of 
Security Mutual Life of Binghamton is 
sold to provide maximum indemnity of 
either $5, $4, or $3 per day. Men may 
purchase either the $4 or $3 plans, as 
may unemployed women whose _ hus- 
bands own a Security Mutual hospital 
policy, provided that the indemnity (in 
the case of unemployed women) does 
not exceed the amount carried by the 
provider; children, ages 2 to 16, may be 
covered only by the $3 plan and then 
only in the event that the provider also 
is covered under a Security Mutual hos- 
pital policy. 

The rate for the $5 per day maximum 
indemnity is $15 for the first year and 
$13 in subsequent years. For the $4 per 
day maximum indemnity, the rate is $13 
the first year and $11 in subsequent 
years. For the $3 per day maximum 
indemnity contract, the rate is $11 the 
first year and $9 thereafter. 











New Services Are 
Introduced at Rally 





(CONTINUED FROM PAGE 1) 


New members were installed in the 
Old Guard, field organization of repre- 
sentatives who have been with the com- 
pany 10 years or longer. E. C, Burt, 
captain of the Old Guard and oldest 
company agent in point of service, who 
observed his 35th anniversary with the 
company last October, officiated. 

Members of the Presidents Club in ad- 
dition to Mr. Lauer are: M. B. Simon, 
assistant manager Philadelphia; G. J. 
Ainbinder, general agent; Harry Greene 
and David Moskowitz, all of Newark; 
H. V. Nathanson, Lauer agency, New 
York; S. B. Sapirstein, Brooklvn general 


agent, and J. F. Hazel, Wilmington 
branch. 

Members of the Convention Club 
based on an 18-month qualification 


period, who took train for Palm Beach, 
Fla., immediately after the meeting, are 
ge Lauer, M. B. Simon. Harry Greene, 

. V. Nathanson. M. J. Hancel, Murray 
Ari S. B. Sapirstein. Irving Gurian, 
David Moskovitz and G. J. Ainbinder. 


Explains Pocket Plan Book 


A new pocket plan book which is a 
simple, practical work organizer, was 
introduced by R. E. Halstead, superin- 
tendent of agencies. This. before dis- 
tribution, was field tested by Conti- 
nental American managers and was 
submitted to representatives of other 
companies for criticism. 

The new quality rating chart, another 
tool to be used in the field, was ex- 
plained by G. H. Amerman, associate 
actuary.. It has five points on which to 
rate prospects and six for the agent to 
rate himself on each case. The prospect 
points are occupation. annual income. 
amount of policy applied for, mode of 
premium payment, and ordinary policies 
now in force on the applicant. The 
agent’s points are: cash. with applica- 
tion, income settlement, plan, whether 
first regular premium or preliminary 
term: $1,000 policy onlv. and whether 
the new policy is to replace that in any 
companv. 

Mr. Halstead said one of the objects 
in writing new business is to earn im- 
mediate first vear commission and equal 
with this is to receive full renewals on 
the business written. This can be done 


only by writing quality business. The 
plan book, he said, gets all kinds of 
prospects; the quality rating chart sifts 
out the good ones. 

“Plan carefully and thoughtfully your 
work for the year,” he said. “Break it 
down into smaller parts in monthly or 
even weekly objectives. Try to beat 
each and every month, particularly with 
respect to commission earnings. Ex- 
amine the new markets for life insur- 
ance, The sharp upward trends in busi- 
ness, particularly manufacturing, open 
up a field in increased employment of 
well paid skilled workmen.” 

Mr. Halstead announced that Conti- 
nental American will give each agent 
who makes his qualifications in the first 
three months this year, a copy of the 
“Agents’ Diamond Life Bulletins” serv- 
ice. 

“T have been paying particular atten- 
tion to the Agents’ Diamond Life Bul- 
letins monthly service material during 
the past few months,” he said, “and I 
can honestly tell you that each and 
every issue contains one or more good, 
sound, practical sales ideas. Then there 
is other material on advanced under- 
writing that may enter some of your 
daily problems, and last but not least, 
certain visual material that may be in- 
corporated with or used independently 
of any such sales help you may now 
have. I am sure that once you have ob- 
tained this service you will want to 
continue each quarter thereafter, which 
may be done by simply maintaining the 
minimum monthly requirement.” 

W Howe, director of sales train- 
ing, spoke on “Gearing the Sales Tech- 
nique to the 1941 Picture.” Sales 
demonstrations were given on a social 
security approach and programming the 
package sale. 

H. S. Mason, Philadelphia manager, 
spoke the last morning on “Victualizing 
the Life Insurance Dollar.” 





Aviation Exclusion Riders 
Barred in Yetka Ruling 


ST. PAUL—Holding that aviation 
exclusion riders violate the incontest- 
able provisions of Minnesota insurance 
laws, ‘Commissioner Yetka ruled that 
such riders are void in this state. Sev- 
eral companies have filed such riders in 
Minnesota and in the past some com- 
panies have attached such riders to life 
policies issued. 

“Tt is the opinion of this department 
that if a life insurance company desires 
to protect itself against extra-hazardous 
occupations, it can only do so by the 
issuance of a special form of policy ‘on 
the life of a person employed in occupa- 
tions classed by the company as extra 
hazardous or as leading to hazardous 
employment.” 

Commissioner Yetka said his depart- 
ment will refuse to accept for filing or 
approval any policy, rider or endorse- 
ment forms containing so-called aviation 
exclusion provisions. 





Larry Smith Joins Madden 


Larry Smith has resigned as cashier 
for Penn Mutual Life in Davenport, Ia., 
to become private secretary to Karl 
Madden, sales manager for Keokuk 
Fibre Box Company. Mr. Madden was 
formerly Penn Mutual general agent. 
The new cashier is William Weck. 





Anderson with Occidental of N. C. 


. P. Anderson, new congressman 
from Albuquerque, N. M., is general 
agent for Occidental Life of North 
Carolina and not Occidental Life of 
California, as was reported in Jan. 10 
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Atlantic Life Aces Gather 
in Hollywood Beach, Fla. 


Aces and Ace Commanders of Atlantic 
Life held their annual agency conven. 
tion at Hollywood-by the Sea for three 
days. V. Hatcher, vice- president, 
welcomed the agents: Service pins, “Kes 
Commanders” emblems and other 
awards were presented the first morn- 
ing. There was a “Professor Quiz” ses. 
sion with K. R. Miller, superintendent 
of agencies, as conductor, and W., J. 
Matherly, dean of business administra- 
tion University of Florida, spoke. After- 
noons were devoted to recreation, 

Vice-president Hatcher and Mr. Mil- 
ler opened the second business session, 
there being talks by E. F. Pauley, gen- 
eral agent, Charleston, W. Va., on 
prospecting; T. F. Barr, supervisor At- 
lantic Agency, Bristol, Va., on develop- 
ing needs; G. G. Fowler, general agent 
Tabor City, N. C., on sales appeal; J. 
B. Leeth, supervisor Nashville, Tenn, 
on ingredients of a successful salesman: 
Mr. Miller, who reviewed the program, 
and a movie “Know Your Money,” ex 
hibited by the U. S. secret service. 

The banquet was held the second 
night, with Dr. C. O. Woodward, Fort 
Lauderdale, Fla., as speaker. 

Ace Commanders met again the third 
afternoon, leaving by boat on a “jungle 
cruise.” 





A. M. Best Change in Texas 


Robert S. Begien, manager at the 
Dallas office of Alfred M. Best Com- 
pany, has been ordered to report Feb. 
13 to the second armored division of 
the army at Fort Benning. He has 
been connected with the reserve off- 
cers cavalry corps for eight years and 
will be first lieutenant. While on ac- 
tive duty, he will be replaced in Dallas 
office by Gene Hanselman, from the 
Chicago office. 
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LIFE 
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RECENT COURT DECISIONS 








Airplane Death Brought 
Before Court, Being Won 
by the New York Life 


The United States district court, 
southern division, northern district of 
Alabama, in Ivy vs. New York Life 
decided an airpiane case. Paul A. Ivy 
died Aug. 14, 1935, his death resulting 
directly and instantaneously from in- 
juries received when an airplane On a 
regularly scheduled commercial trans- 
port flight accidentally fell and was 
wrecked while he was a pay passenger. 
He had a $10,000 policy in the New York 
Life and it contained a double indem- 
nity provision. The New York Life 
was willing to pay the face amount. In 
its double indemnity clause there was 
the following phraseology: “This dou- 
ble indemnity benefit will not apply if 
the insured’s death resulted from . 
engaging as a passenger or otherwise in 
_ . . aeronautic operations.” 

The company contended that this 
clause excludes the plaintiff from re- 
covery under the double indemnity bene- 
fit. The action, therefore, is concerned 
solely with the question whether a death 
which results from an accident to an in- 
sured person while he is an ordinary pay 
passenger on a regular airline run, can 
be said to result from “engaging as a 
passenger or otherwise in aeronautic op- 
erations.” 

The court held that there was no 
ambiguity in the provisions of the pol- 
icy and the judgment, therefore, was ren- 
dered for the New York Life. 

The plaintiff suggested that the word 
“operations” is plural and, therefore, 
cannot apply to defeat the right to dou- 
ble indemnity benefits because the in- 
sured’s death occurred after only a sin- 
gle aeronautic flight. The higher court 
said, “However, we are satisfied that 
the plurality of acts composing one 
aeronautic flight constitutes ‘operations’ 
as meant by the policy:” In conclud- 
ing, the court said, “We believe that 
both the settled legal decisions and the 
common usage of words require us to 
decide that the death of the insured 
resulted from ‘engaging as a passenger 
... in. . . aeronautic operations,” 
when he was killed directly by an acci- 
dent on a regularly scheduled airplane 
flight. 





Important Decision on 
Privileged Communication 


_The Iowa supreme court in Cross vs. 
Equitable Society had an issue before 
it in which privileged communications 
played the larger part. The question as 
to whether or not the testimony of a 
doctor to the effect that he had treated 
the insured for certain disorders was ad- 
missible to prove the company’s claim 
that the insured had made false state- 
ments in his application with respect to 
his prior condition of health and prior 
consultation with doctors, was presented. 
The policy was a non-medical one. 


Doctor Was Introduced 


In the application the assured had 
Stated that he had never been under ob- 
servation or been treated in a hospital, 
that he had never been treated for enu- 
merated diseases including ulcer and dis- 
eases of the stomach and that he had not 
consulted or been treated by a physician 
or practitioner within the previous five 
year period. A physician was intro- 
duced who testified that within this five 
year period he had treated the policy- 
holder many times for intestinal disturb- 
ances and indigestion. The plaintiff ob- 
jected to this entire testimony on the 
Sround that it constituted privileged 
Communications under the Iowa code. 
The court upheld this contention, say- 
Ing that the fact that the assured had 


made the statement as contained in the 
application did not amount to a wavier 
ot the right to claim the privilege. 

However, an osteopath testified that 
he had attended the insured within the 
period concerned and had taken him to 
a hospital where he remained for the 
night. The trial court’s exclusion of 
this testimony on the ground of privi- 
leged communication was held to be er- 
ror, the testimony having disclosed no 
information obtained professionally. The 
testimony of a third doctor as to what 
had caused death, his opinion being 
based solely on what he had observed 
at the autopsy, was also erroneously ex- 
cluded, there being no privilege after 
death. Judgment, therefore, for the 
plaintiff was reversed and the case was 
remanded. 





Fraudulent Representations 
by an Insurance Agent 


The Georgia court of appeals had a 
case Walker vs. Life & Casualty which 
involved an agent’s alleged fraudulent 
representations. The petition states that 
on Sept. 22, 1930, Annie Walker took 
out insurance on the lives of her infant 
nieces and nephews. She declared that 
the agent stated that the policy con- 
tained provisions whereby “after five 
years from that time that a loan could 
be obtained upon each policy by “the 
beneficiary or policyholder.” After the 
plaintiff paid premiums for more than 
tive years she attempted to exercise the 
privilege of getting a loan but the com- 
pany refused. 


Had No Loan Value 


It was discovered that the policies had 
no loan value and contained no provi- 
sions whereby the plantiff beneficiary or 
the policyholder could obtain a loan. 
The plaintiff contended that the agent 
assured her that the policies had a loan 
value and that acting upon that repre- 
sentation she procured from the agent 
the insurance. The plaintiff charged 
that these representations were false 
and, therefore, that the company had 
through its agent perpetrated a fraud 
upon her. She sought judgment for 
the recovery of the premiums. 

It is provided by the statutes of Geor- 
gia that no firm or corporation shall 
make false representations as to the 
form, nature or character of a policy 
offered for sale and that no person shall 
issue a different type of contract from 
that which he purports to sell. The 
statute of limitations in Georgia requires 
that actions for fraudulent inducements 
of contracts shall be commenced within 
four years. The higher court held that 
the plaintiff did not allege any facts 
which would explain her failure to dis- 
cover the facts that, the policies contained 
no loan provision although she could 
have so determined upon reading the 
policy. Under this state of facts the 
court holds that the plaintiff’s action is 
barred by the statute of limitations. 





Suicide Case Decided 


In Keith vs. Metropolitan Life, the 
Oklahoma supreme court affirms deci- 
sion of the lower court. W. A. Keith 
had taken a policy and the court held 
that in an action to recover under such 
a policy, the defense of suicide is an 
affirmative one and the burden of proof 
is on the defendant. Furthermore it 
held that if the evidence is such as to 
give rise to more than one inference, the 
question is for the determination of the 


jury. An amended complaint which does 


not state a new cause of action, but 
which merely perfects a former defective 
complaint will revert back to the date 
of the first complaint and is not barred 
by the statute of limitation, the court 
held. 


Waiver of Premiums and 
Notice of Disability 


The California supreme court in Long 
et ux. vs. West Coast Life decided a 
case involving waiver of premium and 
notice of disability. In order to obtain 
disability benefit payments it was neces- 
sary that the policyholder notify the 
company of the disability in accordance 
with the policy terms. Under a policy 
which required that notice be given with- 
in 120 days after commencement of disa- 
vility, the assured allowed his policy to 
lapse for non-payment of premium, but 
subsequently instituted an action claiming 
that he had been entitled to benefit pay- 
ments prior to the date of lapse. In that 
action it was found that he had failed to 
notify the company of his disability un- 
til some 11 months after the commence- 
ment and recovery was denied. 

In addition to benefit payments pro- 
vided, the policy stated that the com- 
pany would waive premium payments 
during the period of disability. Rely- 
ing on this provision, the assured insti- 
tuted a second action seeking to have it 
declared that he was automatically re- 
lieved of the burden of paying premiums 
trom and after the commencement of 
his disability and that his policy was 
still in full force and effect so that the 
beneficiary would be entitled to the 
death benefit on his death. He based 
his contention on an admission of the 
provision for waiver of premiums made 
by the company in the former action. 
He thus attempted to construe the pol- 
icy to allow him, in event of his total and 
permanent disability, to select any one of 
the alternative methods of payment pro- 
vided and to require notice only in the 
event of his selection of the method pro- 
viding for monthly benefit payments. 

The higher court held that the former 
adjudication was res judicata and that 
notice and proof of disability were es- 
sential to the claim that the policy was 
continued in force by waiver of pre- 
miums as well as to a claim for dis- 
ability payments. The declaratory re- 
lief prayed for was denied. 


Loan Agreement Validity 
Before U. S. Court 


An interesting case has been decided 
involving validity of a loan agreement. 
An agreement under which a loan on a 
paid up policy was negotiated provided 
that, in case the cash surrender value 
which would be allowed at the next pol- 
icy anniversary was less than the amount 
of the loan, plus interest accrued up to 
that time, the policy would be deemed 
surrendered and null and void in the 
event of the policyholder’s failure to pay 
the loan or any interest on the due date. 
An Illinois statute provides that no pol- 
icy shall contain a provision for for- 
feiture because of failure to repay a 
loan or pay the interest thereon while 
the total indebtedness is less than the 
loan value. 

In the case of Keeley vs. Mutual Life 
of New York, a policy holder who had 
applied for and received a loan under 
an agreement as above described, de- 
faulted in his interest payments and, 
pursuant to the terms of the loan note, 
the interest was added to the amount of 
the principal. At the time of his death, 
the total indebtedness was less than the 
loan value, but the amount of the in- 
debtedness which would have become 
due by the next anniversary of the pol- 
icy would have exceeded the loan value 
as of that date and under the loan 
agreement the company declared the 
policy surrendered. The plantiff claimed 
that under the statute the provision of 
the loan agreement was invalid. 

The policy itself contained no pro- 
vision which was in conflict with the 
statute. The United States circuit court 








Suit Arose Over Commission 
on Group Insurance Case 


A decision affecting agents has been 
rendered by the California district court 
of appeal, first appellate district, divi- 
sion 2, reversing the decision of the 
lower court, it being Walther vs. Occi- 
dental Life. Walther stated that he was 
interviewed by F. B. Alldredge, manager 
of the branch office, and at a subse- 
quent meeting, Jan. 20, 1934, he signed 
its printed form contract covering life 
insurance. At the same time he entered 
into a written contract of a similar type 
as an agent to solicit accident and 
health. They were signed by Mr. All- 
dredge and subsequently by Vice-presi- 
dent V. H. Jenkins. 

The plaintiff testified that a few days 
later Mr. Alldredge announced at an 
agents’ meeting that the company de- 
sired to have its agents solicit group 
insurance. A “registration rule” was 
stated to he in effect whereby any agent 
who contacted a prospect and registered 
the contact at the company’s office 
would have a prior right to the commis- 
sions. The plaintiff testified that on Jan. 
27, 1934, he went to Mr. Alldredge’s of- 
fice to discuss the sale of group insur- 
ance. It was orally agreed, he said, that 
he was to solicit group on the regular 
commission basis, registering his con- 
tacts, and after any single piece of busi- 
ness was closed the oral agreement 
would be reduced to writing. In pursu- 
ance of the oral agreement, the plaintiff 
contacted Mr. Raymond, warehouse su- 
perintendent of Purity Stores, and regis- 
tered this contact with the office. The 
plaintiff further interviewed the mem- 
bers of the employes’ council to explain 
group insurance and tried to complete 
the sale. 

On March 15, 1934, Mr. Benjamin, 
inanager of the group insurance depart- 
ment, talked with the president of Pur- 
ity Stores, after a prior contact had been 
made with President Niven by Seawell, 
another agent. After extensive negotia- 
tions, Mr. Benjamin again interviewed 
the president, May 7, at which time 
Walther was not present. The policy 
was finally written by the Occidental 
through a brokerage firm, which had 
agreed to split the commission with 
Seawell. 

Walther brought suit for the commis- 
sions which he claimed were owed him. 
The superior court found that the oral 
agreement did exist, that the plaintitf 
had performed all the terms of the con- 
tract, and, therefore, was entitled to the 
commissions. The company contended 
that the written agreements of Jan. 20, 
1934, purport on their face to contain 
a complete expression of the whole 
agreement between the parties with re- 
spect to the plaintiff's employment, and 
consequently the oral agreement em- 
ploying the plaintiff for the purpose of 
soliciting group is barred by section 
1698 of the civil code and section 1856 
of the code of civil procedure. The 
respondent contended that the oral 
agreement can be shown because, first, 
it is an independent contract on an en- 
tirely different subject, and, second, it 
was fully executed by the plaintiff. It 
was shown that the superintendent had 
no authority to buy insurance so that 
Walther’s interview with him was not 
a “contact.” 

The higher court holds that the plain- 
tiff had not fully performed his part of 
the oral agreement which amounted to a 
modification of his written contract and 
that he was not entitled to the commis- 
sions claimed. 








of appeals for the 7th circuit held, how- 
ever, that the company could not do 
indirectly in a loan agreement that which 
is prohibited directly in the policy and 
that the loan agreement as to the pro- 
hibited provision was inoperative 
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Paul F. Jones, the new Illinois insurance 
director, has been practicing law in Dan. 
ville, He is a former U. S, district attor. 
ney. He assumed his new post this week, ~ 


Six members of the Quarter Million Club of the Pacific National Life at the annual 
convention in Salt Lake City. Left to right: A. G. Hunthausen, Anaconda, Mont.; 
J. Milton Olsen, Cheyenne, Wyo.; C. Gale Baker, Burley, Ida.; A. M. Jacobs, Provo, 
Utah; R. W. Evans, Butte, Mont.; G. G. Ripley, San Francisco. 

















T. H. Gooch, formerly agency supervisor, has now been appointed assistant super 
intendent of Canada Life, and G. A. Walter, formerly educational supervisor, becomes 
supervisor of field service. 


LEFT 

Top—Henry Verdelin, vice-president and real estate manager, and President L. WV. 
Douglas of the Mutual Life of New York at the dinner given by the Mutual to dedicate 
the New York City Airlines Terminal building financed by the Mutual Life. ; 

Center—J. J. King, president Hooper-Holmes Bureau and W. J. Graham. vice 
president Equitable Society. 

Bottom—R. L. Sullivan of the real estate division of the New York insurance 
department; W. S. Norton, comptroller Metropolitan Life; and L. J. Dalmasse, assistant 
manager real estate department Mutual Life. 





